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Please change my address on WHOLESALER’S SALES- 





will always 
remain a powerful selling force, especially with The CORONADO 
Day-Brite— where quality is easy to see. (pictured above) 


A shielded- unit, with diffuse 
Because Wholesalers, Contractors and Dealers iosa side oanale and lenvered 


know this, their present and postwar thinking ttom to prevent bug catching 


; . . and make cleaning easy. Surface 
naturally includes the complete Day-Brite Line. It or suspension Deattinn. For 
adds profitable support to their business reputation. complete details, write for Bul-~ 


Whether you think of light, or quality, remember letin F-80. 


— It’s Easy to See When it’s Day-Brite! 


Consult your nearest Day-Brite Engineering Representative. 


i; 84 
DAY-BRITE LIGHTING Brie 
Incorporated el uaa - | 


LOOK FoR 
THIS LABEL 


5446 Bulwer Ave. St. Lovis 7, Mo. 


Nationally distributed through all leading electrical supply houses 
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1. CLEAN-CUT POLICY: A business relationship which offers friendly cooperation on 
all problems of mutual interest. 


2. QUALITY PRODUCT: Electric wire and cable of top quality, capable of delivering 


service that means satisfied customers and repeat business. 


3. COMPLETE LINE: A line of electric wire and cable that is complete and permits 
supplying the requirements of every user. 


4. FAIR PRICES: A price basis that permits competitive selling, yet assures a reason- 
able profit. 


5. SALES CO-OPERATION: Thorough-going, extensive advertising —to key men in 


business and industry —in which Roebling carries the ball for better light, air conditioning 
and other business-building programs. 


JOHN A. ROEBLING'S SONS COMPANY ©& TRENTON 2, NEW JERSEY 


Branches and Warehouses in Principal Cities 


JR Wire Rope and Strand « Fittings « Slings + Cold Rolled 

ma { Strip »« Round and Shaped Wire « Wire Cloth and Netting 
ROEBLING Aircord, Swaged Terminals and Assemblies * Suspension 
hie 


Bridges and Cables * Aerial Wire Rope Systems 





: : High and Low Carbon Acid and Basic Open Hearth Steels 
Pacemaker in Wire Products Electrical Wires and Cables 
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SAFETY SWITCHES WITH “‘CLAMPMATIC” CONTACTS 


There are many valuable plus features in 
BullDog Safety Switches, but none of them 
increases the price you pay. 

There is the exclusive Vacu-Break prin- 
ciple of arc suffocation . . . the Clampmatic 
feature which assures “on” contacts as 
tight as a bolted connection . . . and the 
distinguished style of cabinets which 


Buy More War Bonds ; 
Ee 


a 
ELECTRIC PR 


BOX 177, R. PK. ANNEX, DETROIT 32, MICHIGAN 
In Canada: BullDog Electric Products, Ltd., Toronto 
Field Engineering Offices in All Principal Cities 


8 


combine modern beauty with extra utility. 

Such advantages, backed by the Bull- 
Dog reputation for invariably fine work- 
manship, account for the fact that a 
majority of buyers who insist on the best 
are among BullDog’s customers. 

Capacities from 30 Amp. to 1200 Amp., 
2, 3 and 4 Poles, 575 Volts and less. 


Buy More War Bonds 


MPANY Also Manufacturers of 
SaftoFuse Panelboards — Switchboards — Circuit 
Master Breakers—BUStribution Duct, for “‘plug-in” 
power—Universal Trol-E-Duct, for flexible lighting 
— Industrial Trol-E-Duct, for movable ‘‘loads.” 
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: suliner 
SLEEVES 


A SNAP TO INSTALL 
A SNAP TO SELL 


THEY MAKE ANY OUTLET INTO AN “INSULATED BUSHING” AS 
QUICK AS YOU OR YOUR CUSTOMER CAN SNAP YOUR FINGERS 


Hand this springy, feather-weight T&B num- 

ber to any electrician. Let him see for himself 

how easy it is to squeeze the two ends together, 

how it automatically snaps into place, and how 
. it prevents cable insulation abrasion and result- 
ing shorts. Tell him he can install the T&B “Insuliner” before fishing, 
after fishing, or right over the wires in old work. Also tell him that 
T&B “Insuliners” are patented, Approved by the Underwriters Lab- 
oratories, and that they come in a full range of sizes, 14” to 6”, conduit 
or EMT. 





T&B “Insuliner” sleeves may be new to a lot of your customers. Carry 
a sample in your pocket and start your interesting sales talk with it. 


This “snappy Insuliner" business is all yours. Under the 
T&B Plan, Insuliner sleeves, like all other T&B products, 
are sold exclusively through you Electrical Wholesalers. 


THE THOMAS z BETTS CO. x 


INCORPORATES 


manufacturers of electrical fittings since 1899 
ELIZABETH,.1.Mew jersey 
in Conode: Thomes & Betts Ltd. Montreal 
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7 OU CAN Always Rely on RACO 


te RACO 


Ficg 


ALL-STEEL PRODUCTS 


OIVISION OF 


ALL STEEL AS EQUIP COMPANY 





0. | for quality 
y book fv 


The Raco-All-Steel-Line rates No. | with many 
successful wholesalers and salesmen throughout 
America. They know that it’s a trademarked line, 
that it is easier to sell because it’s clean and attrac- 
tively packaged . . . that Raco means quicker turnover, more profit! 


Raco rates No. | with architects, builders, and contractors, too, 
because it is a complete line. There is a Racoe All-Steel- Product 
for every type of construction, for all repair and maintenance jobs. 
They know that Raco is a mark of better materials and workman- 
ship. Actually more than 31 years of product improvement and 
engineering have kept the RacoeAll-Steel-Line in step with the 
latest developments in the electrical wiring field. 

And in addition, the Raco-All-Steel-Line is sold nationally only 
through wholesalers! \t’s the dependable line, the “quality line.”’ 
Remember, you can always RELY on RACO! 


<= DO-25 NJ K—Check this box carefully—for use with either 
BX or Non-metallic. More wiring room. 


CATALOG C-44—New, up-to-date, see connector chart, com- 
parative Box number chart and other helpful information. > 


Distributed by ALL-STBEL-EQUIP COMPANY, INC. 


300 Kensington Avenue, Aurora, Illinois 
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IF & BUSDUC 




















PLUGIN DEVICES 


The ( Plugin Devices can be arranged to go on 
either or both sides of the Plugin (@ Busduct, and 
each Plugin device is supported by independent 
fastenings. All @ Plugin Devices are equipped 
with proper capacity of rugged compression type 
bus bar connectors. They are made in three 
types. See illustrations below: 


At left: @ Cir- 
cuit Breaker 
Type. 












Below: @ 
Klampswitchfuz 
(hinged type 
pull-out) Safety 
Type Fuse Dis- 
connect. 





Above: Shutl- 
brak A tencrmt 
Switch) with 
Kamklamp Fuse 
Holders. 
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T distribution for light and power is already installed, it will be a simple 
matter to adjust it to new requirements. It is practicallyl100% recoverable. 


Or, consider the conveniences and 
economies of this modern system in new 
planning... Feeder @ Busduct is ideal 
for large capacity connections between 
generators (or transformer station) and 
main switchboard, and between the 
latter and the feeder distribution sys- 
tem to the various parts of the building 
... Plugin @ Busduct affords great flexi- 
bility for machine layout. The plugin 
outlets spaced on 12-inch centers, make 
it possible to locate machines at any 
desired position, and to plug in quickly 
at the most convenient outlet —with 
minimum loss of production hours... 
Both Feeder and Plugin types are made 


in standard 10-foot sections. Suitable © 





elbows, tees, cross connections, inter- 
mediate feed-in and feed-out boxes, end 
closures with surge discharge protec- 
tors, and reducing capacity sections, 
make it possible to fit ( Busduct to any 
desired arrangement. It is adaptable 
to any required position or location... 
Extensions may be made readily to 
existing systems, without disturbing 
them, and at minimum labor cost... 
Installation of @ Busduct is economical 


for small plants, as well as large. 


Designed for 2, 3 and 4-wire feeder 
systems; 250 volt DC, 575 volt AC, 
maximum. Capacities in accordance 


with Limitation Order L-273. 
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ANOTHER SYLVANIA 


A Brand-New Business-Building Plan for 
Electrical Contractors, Utilities, Jobbers ! 


Here’s how this new and exclusive 
Sylvania Service Plan works. 

Electrical contractors (selected and 
qualified) in every territory — backed by 
Sylvania’s technical assistance and busi- 
ness helps—will furnish stores, offices, 
and other commercial establishments 
with a complete fluorescent maintenance 
service—offered on a contract basis at a 
low monthly rate. 

The service will include everything 
needed to keep the customer's lighting 
system at peak efficiency . . . periodic 


cleaning of reflectors and lamps, replace- 
ment of lamps and other parts, and nec- 
essary repairs. 

It’s a service that stores and offices have 
long wanted. That's proved by the way 
firms already offering the service are 
cashing in on their maintenance con- 
tracts. Leading utilities have given the 
plan their enthusiastic approval . . . job- 
bers see prospects for increased sales. 

Read below just what this plan means 
to you .. . then write to Sylvania for full 
details. 


CONTRACTORS 


] 


Direct profits from a whole new 
field of activity made easy to enter 
with Sylvania’s help. 


Favorable contacts with fluorescent 
users—opening the door to sales of 
larger installations. 


An outstanding opportunity to 
build up prospect lists for the sale 
of other services or merchandise. 


A powerful sales aid in approach- 
ing mew prospects for fluorescent 
lighting installations, 





UTILITIES 


1 
2 


Maintained lighting load—through 
elimination of lamp outages. 


Relief from nuisance service calls 
from commercial customers want- 
ing additional fixture repairs. 


More favorable user-reaction to 
high-intensity fluorescent— paving 
the way for additional installations 
and more power sales. 


The assurance that firms offering 
the service are backed by Sylvania’s 
technical assistance. 





JOBBERS 


l 


2 
hn 


4 
5 


An immediate increase in lamp re- 
placement sales for you and your 
electrical contractors. 


A new sales feature for you and 
your electrical contractors to use 
in promoting fluorescent lighting 
among commercial prospects. 


A powerful selling aid in the en- 
thusiastic reaction of public utility 
lighting experts. 

Opportunities for increased sales 
of allied equipment to concerns 
being serviced by this plan. 


Opportunity to be of added service 
to your contractors. 
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i CONTRA SYLVANIA 
F RS as CTORS FLUORESCENT 
FERING THIS LIGHTING MAINTENANCE 


NEW SERVICE 
WILL DispLay 


THIS EmB 
tem SPECIALISTS 


TECHNICAL ADVISORY SERVICE 


Sylvania offers to contractors 
technical informationand guid- 
ance... training assistance for 
electricians and mechanics. 


SALES INSTRUCTION 


Derails of a field-tested sales 
program ... local sales and en- 
gineering help on your larger 
prospects. 


OPERATIONS SYSTEM 


’ Supplies of contract and main- 
tenance record forms... assist- 
ance in analyzing installations, 
figuring costs and rates. 





PROMOTION MATERIAL TESTED AND PROVED DIRECT MAIL 
Insignia for your store front Mp = 1 (8 | Letters with return feature and 
Z and trucks .. . suggestions for J ZZ Ti 4 reply cards... self-mailers and 
\ our letters .. . cuts for letter- LI ok folders with your signature . . 
eads and newspapers. 2 | es at Minimum cost to you. 


a 


SYLVANIA > ELECTRIC 


SYLVANIA ELECTRIC PRODUCTS INC., SALEM, MASSACHUSETTS 


MAKERS OF FLUORESCENT LAMPS, FIXTURES, ACCESSORIES, INCANDESCENT LAMPS, RADIO TUBES, CATHODE RAY TUBES, ELECTRONIC DEVICES 
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Train YOUR customers 
to think of Faraday first! 


HOW them that the Faraday line of signal equipment is com- 
plete—that it meets every modern industrial need, from the 
smallest push buttons, bells and buzzers—all the way up to com- 
plete signal systems featuring the economy and efficiency of the 
UNI-PACT plan. All Faraday equipment is built for long serv- 


ice, easy installation, economical maintenance 


Special Signals Built to Order 

Faraday engineers are widely experienced in designing custom- 
built signal equipment, and Faraday’s modern plant at Adrian 
is prepared to handle this type of business expeditiously. When 
your customers ask about this service, get specifications, mount- 
ing details and an estimate of quantity and send to us. We'll do 
everything possible to help you get the business. 

Write for FREE Handbook— Your copy of the latest Faraday hand- 


book of modern signal practice is ready now. Write for it on 
your letterhead. 





SIRENS, AIR HORNS, CHIMES 


FARADAY SIREN — Motor- 
driven industrial type with 
penetrating shrillness; sturdy, 
dependable, weatherproof. 


FARADAY AIR TRUMPET—The 
most powerful horn of its size 
on the market. Furnished in 
complete operating units ready 
for connecting to power cir- 
cults. 


FARADAY CHIMES—FEasily in- 
stalled heavy duty type with per- 
cussion bar and resonator. UNI- 
PACT feature if desired. Clear, 
pleasant tone, advanced designs, 
dependable under all conditions. 














FARADAY ELECTRIC CORPORATION 


A consolidation of Schwarze Electric Co. and Stanley & Patterson 


ADRIAN, MICHIGAN. In Canada: Burlec Limited, Toronto 13 
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A ROLL OF SECURITY FRICTION TAPE is just about 
as important to a good shop repair man as a pair of pliers 
or a screw driver. Whenever or wherever an emergency 
bobs up involving electrical connections, “Security” can 
be counted on to do the job fast, and do it right. 

Listen to the Philharmonic-Symphony program orer the CBS net- 


work Sunday aflernoon, 3:00 to 4:30, E.W.T. Carl Van Doren 
and a guest slar present an interlude of historical significance. 


UNITED STATES RUBBER COMPANY é{| 


1230 Sixth Avenue + Rockefeller Center » New York 20,N. Y. * In Canada: Dominion Rubber Co.,Ltd. \Eey | i 


SERVING THROUGH SCIENCE 
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SPEC ERIC ATION 


DIAVIORD SEAL 
FRICTION 
TAPE 


Donbne Bors 








Les Jenkins Diamond Seal Tape in its bright new 
box — that makes it easy to make sure you're getting spe- 
cification performance with Jenkins quality! 

In meeting all ASTM and Federal Emergency specifica- 
tions, Diamond Seal Friction Tape will meet your cus- 
tomer’s demands for a clean-handling, non-raveling tape 
that sticks to the job like a War Savings Stamp! 


> wy 4 g 


) - J 
e/a Ul Ll Lys Who 


AND GET AN EYEFUL 
OF ITS NEW FACE! 








It’s cellophane wrapped and sealed, too! Thus, every 
roll you get is as tough, tacky and fresh as the day it 
passed its final factory inspection. 

To keep tape customers — fill their orders with Diamond 
Seal Specification Tapes. . . Friction and Rubber . . . made 
by Jenkins Bros. (Rubber Div.) , 80 White St., New York 
13,N. Y. Also makers of famous Jenkins Gold Seal Tape. 


Y 
ogfe * 


VILA 


FRICTION AND RUBBER /, 


MADE BY JENKINS BROS... 


- MAKERS OF FAMOUS JENKINS VALVES 
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Where DEPENDABILITY COUNTS... 


°o Conshohocken 


“ 
& “Preset-Inserts” Underfloor 
=e ° ° . 
| Distribution Systems 


“Dualcote” Rigid Steel Conduit 


Electric Metallic Tubing 
Leaded or Non-Leaded 


i i : . Rubber- ed, Synthetic and 
Synthetic or Varnished Cambric Insulation riaeeliaaiet eins tae 


Leaded Wires and Cables 
In accordance with Specification AIEE-45A and “Walkerflex” Non-Metallic 


USMC Design Memo #46 Sheathed Cables 


Ask your local Distributor for prices and deliveries that you can rely upon, Service Entrance Cables 
WALKER BROS., Conshohocken, Pa. ° P 
Automotive Wires and Cables 
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ECONOMY—Renewable Cartridge 
Fuses and “drop out" Renewal Link 
ARKLESS—Non-Renewable Mechan- 


ical Indicating Cartridge Fuses 


RENEWABLE | 
E 6 Q—Non-Renewable—Non-Indicat- 
ing Cartridge Fuses 
CLEARSITE—Plug Fuses — shows 
when blown 


Mn. Salesman:- 


Since 1911 the ECONOMY FRAN- 
CHISE has been coveted by Whole- 
salers because it meant prestige PLUS 
profit PLUS satisfied customers and 
the SALESMEN have found ECON- 
OMY FUSES the ice-breaker for new 
accounts and the backbone line in 


holding old accounts. 


Tie your future selling in the postwar 


boom to the line that has the greatest 
PULL .. . ECONOMY! 


ECONOMY FUSES SINCE 1911 
ECONOMY FUSE AND MANUFACTURING CO. 


2717 NORTH GREENVIEW AVE. CHICAGO 14, ILLINOIS 
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DECEMBER 


Published in the Interests of Better Sight and Sound 


1944 





Plastic Finish Strong 
Sales Argument for 


Syl vania Fixtures 





Sylvania reflectors coated with plastic 
finish emerging from part of curing 
process. 


The fact that Sylvania reflectors are coated 
with a plastic finish—not an ordinary 
paint — provides a powerful selling point 
thatcan be used toadvantage by wholesalers. 
The two compounds in the liquid ap- 
plied to Sylvania reflectors are polymerized 
in special hardening ovens to form a new 
compound. Result is a finish of exceptional 
hardness, flexibility, and resistance to 
moisture and abrasion, as well as ability to 
withstand distortion and bending. 





| Dip You KNow. 








That Sylvania Fluorescent Lighting has a 
special advantage in air conditioned areas? 
Because of its low heat radiation, it contrib- 
utes to the sensation of comfort which is the 
primary objective of commercial air con- 
ditioning systems. 


‘ * * 


That the “Package of Light” is a package of 
sales points as well? Only Sylvania offers this 
feature: lamps, fixtures, accessories all de- 
signed by a single manufacturer—assembled 
and ready to install. 
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Sylvania Lamp Life Ratings Newly 
Defined for Longer Time-on Cycles 


Permit More Favorable Cost Comparison 
When Discussing Fluorescent Lighting 


A more exact definition of the life ratings of Sylvania Fluorescent Lamps, 
based on a planned cycle of operation, indicates that wholesalers’ salesmen, 
in discussing fluorescent lighting, can now point to the probability of con- 
siderably longe r lamp life than would have been expected under previously 


LIGHTING SHOW TO 
BE HELD IN APRIL 


An event of outstanding interest to all 
concerned with lighting equipment—the 
NEMA International Lighting Exposition 
—is scheduled to take place in the spring at 
the Palmer House in Chicago. Dates set for 
the Exposition are April 19 through 23. 

Sylvania is already completing plans for 
its participation in this important event. 
According to present plans, Sylvania will 
be one of the largest exhibitors at the 
Exposition, with a comprehensive display 
of its lighting products. 

Those attending the Exposition are cor- 
dially invited to plan to visit the Sylvania 
booth. 











“It’s that coal mining company again. 
Their office workers’ efficiency went up 
so much since we recommended Sylvania 
Fluorescent, they want to know if we can 
suggest anything for the miners’ caps!” 


SYLVANIA¥ ELECTRI(¢ 









Wholesalers should 
stress these new ratings, which in many 
instances permit a substantial reduction 


published ratings. 


6500 hrs. 
6000 hrs. 





100 Watt 


15 to 40 Wert 
LAMPS LAMPS 


Comparison of life ratings of Sylvania 

Fluorescent Lamps for 3-, 6- and 12- 

hour burning cycles, when burned under 
specified test conditions. 


in estimates of probable replacement 
costs. This fact naturally places Sylvania 
Fluorescent in a more favorable position. 

Previouslife ratings of Sylvania Fluores- 
cent Lamps have been based on a 3-hour 
burning cycle. In most industrial and com- 
mercial installations, the time-on cycle is 
considerably longer than 3 hours, and the 
less frequent starting is reflected in longer 
lamp life. 

To bring its ratings into conformity 
with actual operating practice, Sylvania 
has extended its life data to include 6-hour 
and 12-hour cycles. Wholesalers should 
familiarize themselves with these new 
ratings, which are shown in the accom- 
panying graph, and should use the ones 
appropriate for each prospect's case. 


PRODUCTS INC 


4 
i 





Don't straitjacket the genie of Electricity by poor planning 
of the electrical wiring in your post-war buildings. Anemic 
circuits, wiring that is insufficient and too small in capacity, 
lose wattage that is paid for but never gets to the machine 
or appliance. 

Not only must yesterday’s wiring requirements be dis- 
carded as the criterion, but proper note must be taken of 
wiring needs far into the future. To do any less is to con- 
demn a building to early electrical obsolescence, for the 
greater use of electrical equipment that is promised us 
will be seriously hampered in buildings that are inade- 
quately wired. 

Adequate, proper wiring is a must, if tomorrow’s build- 
ings are to make full use of cheap, plentiful, labor saving 
electricity. The Okonite Company, Passaic, New Jersey. 


Tt 
ey 10 casas 
HE Wno0uction 


OKONITE and HAZARD 
(@ INSULATED WIRES AND CABLES ¥}y 
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EASIER> FASTER 


TO INSTALL, CLEAN and SERVICE NEW 


— oo" 
— a 
wet ut 
— 
ne 


SIMPLE COUPLING 
FOR CONTINUOUS ROW LIGHTING 


— 





















:, , EASY-FIT ACCESSORIES 
Mitchell design makes the difference! In a few seconds, FOR MOUNTING OR HANGING 
you can attach or release the reflector .. . without use of ; 
tools. A quarter turn of Mitchell’s new aircraft-type 


‘“Instant-Latch”’ does the trick. 









Simplified channel design and easy-fit accessories 








>> provide for every method of mounting or hanging. New 
couplers quickly connect units in continuous rows. All 
removable parts of the fixture may readily be detached 
for service or replacement. 
All this makes the new MITCHELITE All-Steel Indus- 
trial Fluorescent Fixtures today’s outstanding value! 
Ai. 
‘ 
\ 
| 
/ Open-End type, with choice of Baked Enamel or Porcelain One-Piece Closed-End type, with choice of Baked Enamel 
Enamel, in 2-40, 3-40 and 100-watt models. (“Instant- or Porcelain Enamel, in 2-40, 3-40 and 100-watt models. 
Start’ available on 2-40 watt units.) (“‘Instant-Start” available on 2-40 watt units.) 
Get full details from your MITCHELL DISTRIBUTOR 
or write for Catalog No. 281. 
MITCHELL Wancfacturing Cs. 








2525 Clybourn Avenue . Chicago 14, Illinois 
West Coast Factory & Sales Office: 1019 N. Madison Ave., Los Angeles 27, Cal. 
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They're Going Overboard For Victory—Are YOU? 


USE 8-POINT PLAN FOR 
AN OVERBOARD DRIVE 
IN THE 6th WAR LOAN! 


NOV. 20th TO DEC. 16th 


Start the ball rolling by appointing a 6th War 
Loan Bond Committee, representing labor, man- 
agement and other groups. 


Carry on by selecting a Team Captain—prefer- 
ably a returned veteran—for every 10 workers. 


Right at the start, establish a Quota for each 
department—and every employee. 


Arrange frequent Meetings of Captains, high- 
lighting importance of their work — effective 
sales methods—and need for painstaking study 
of Treasury Bookiet, Getting The Order. 


Our fighting men still have a long way to go! But—your plant- 
wide selling of the 6th can do much to shorten their embattled 
miles—lessen the price they so willingly pay for victory! Join 
the coast to coast parade of patriotic firms that are assuring an 
“overboard” showing in the 6th by following through on 
every point in the 8-Point Plan. 


Make definite Assignments to those best equip- 
ped to arrange music, speeches, rallies, com- 
petitive progress boards and meeting schedules. 


Issue Individual Pledge Cards—made out in the 
mame of each worker and providing for both 
cash and installment purchase. 


Resolicit! This is the secret of “overboard” War 
Bond subscriptions. Your State Payroll Chairman 
has a special Resolicitation Plan for you to put 
into action near the end of the campaign. 


Give generously of your Advertising Space to 
drive home the War Bond story. 


The Treasury Department acknowledges with appreciation the publication of this message bj 


The Wholesaler’s Salesman 


ial U.S. Treasury advertisement—prepared under auspices of Treasury Department and War Advertising Council * 
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WILL SOON MAKE NEWS 


MOE-BRIDGES, known for over a quarter of 
a century for fine quality lighting fixtures, will 
soon introduce startling new developments in 
the electrical appliance field. 

Before the war, MOE-BRIDGES began 
development work on electric appliances. En- 
gineering and manufacturing facilities were 
being geared to produce a quality Jine of pop- 
ular priced devices of unusual application. 
Entry into war caused temporary suspension of 
our plans. However, as “time out”? from war 
work permitted, careful thought and diligent 
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effort were directed to peace time production. 

With the benefit of fast moving and precision 
construction of vital war materiel, enlarged en- 
gineering and plant facilities and an aggressive 
and farsighted sales program, MOE-BRIDGES 
is in the best position of its entire career to serve 
you. As rapidly as events permit, dealers will be 
able to secure through their jobbers, these new 
MOE-BRIDGES products. They will be the 
best we have ever built, will have a high sales 
appeal . and, utmost importance will be 


placed on a fair profit for all. 












po A BETTER JOB 


How TO SAVE TIME AND 
































ey 


Nearly every job your customers do is essential to the war... jobs that 
demand the greatest speed and efficiency. That's why so many electrical 




















contractors have learned to depend on the uniform high quality of Con- 
duit pipe products for the accuracy and precision which mean perfect 
teamwork in every assembly. Be sure your stocks are adequate. 


REPRESENTATIVES IN PRINCIPAL CITIES 


PIPE PRODUCTS CO. 


COLUMBUS, OHIO 








PIPE COUPLINGS (_) PIPE NIPPLES @—D ELBOWS, 90°G-® AND 45° ==> 
RUNNING THREAD PIPE gD GOOSENECKS <——~)) _ WALLPLATES 
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PARANITE WIRE AND CABLE CORPORATION 


Division of 
ESSEX WIRE CORPORATION 
FT. WAYNE, INDIANA 
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COMPLETE JOBBER PROTECTION 


No change . . . prewar, during the’ 
or postwar. Everything merc 
by Edwards will be marketed 
its distributors with the most 
margins possible. 






— has been gone over with 
an eye to future business. Almost every 
‘item in the pre-war line has had mechan- 



















“broadened Salty. ae ie @ 


NEW MERCHANDISING 


Real over-the-counter profit makers; 
related to signaling, and some e 
apart from it. All radically new, 
kind of sales appeal dealers want; ‘all i 
Edwards quality. : 













ing with a punch ...in the best 

Is...and not just occasionally, but 
. Planned systematic help from 
Ric mien roles sales force operating out of 
= well-staffed branch offices. Field engineers 
~ who know their business. 


WHEN? 
READY NOW! Our war business 


ayed far from signaling, so recon- 
not a problem. All we need is to have 
t release restrictions on material 










BRAND NEW SIGNAL ITEMS — 


With four Army-Navy E’s and four 
M’s to our credit, we have learned a lot. 
and have some radically new ideas in sigt 
ing. It will still be the most complete line: 
the market. 












EDWARDS and COMPANY ; 


Norwalk, Conn. y In Canada: Edwards & Co., Ltd. 
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Your Westinghouse distributor offers two quick solutions to 
your plant lighting problems. 

First: Westinghouse Industrial Luminaires for cool, glareless 
lighting of industrial areas. 

Second: The distributor’s own “how-to-do-it” ability repre- 
senting knowledge drawn from Westinghouse lighting head- 
quarters and experience gained in similar applications for 
countless other customers. 

These industrial luminaires can be quickly installed and easily 
maintained, Attaching and removing reflectors is a simple 
“twist-of-the-wrist” job. No tools are required. The hard-finished 
reflector surface resists scratching ... is easily cleaned with 
soap and water ... repels corrosive and acid vapors .. . retains 
its high reflectivity. 

Westinghouse Industrial Luminaires may be used as single 
unit Or continuous strip installations using either two or three 
40-watt or two 100-watt Mazda F Lamps. Ask your Westinghouse 


distributor today to recommend the proper type for your plant. 
J-90526 


PLANTS IN 25 CITIES... OFFICES EVERYWHERE 


APPLY THESE 
TWO IDEAS FOR BETTER PLANT 
LIGHTING 


GET THIS BULLETIN 


This bulletin—B-3265—gives you complete 
information on Type 2 FNR-40 and FNR-100 
Westinghouse Fluorescent Luminaires. Both are 
described in detail . . . also included is data on 
mounting and spacing 


of units ... dimensions ‘eal FLUORESCENT ) 
LUMINAIRES 


...and installation. Ask 
your Westinghouse dis- 
tributor for your copy 
today. Or, write West- 
inghouse Electric & 
Mfg. Co., East Pitts- | 
burgh, Pa., Dept. 7-N. UE ees aaa 


Westi ghouse @): SEE YOUR WESTINGHOUSE DISTRIBUTOR FIRST! 
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DELAYED 
ACTION 


LIGHTING 
FIXTURES 


PUSH BUTTON 








That is what R&S fittings and fixtures have achieved since 1902. As industry 
P expanded, resulting in greater volumes of industrial dust, new processes and ever 
Scuce G02 larger hazardous areas, R&S pursued a policy: ‘If we don't have it, we'll make it."’ 
the The result is a single catalog of 300 pages of the largest and most complete 
standard for line of fixtures and fittings designed exclusively for the hazards of moisture, liquids, 
CHEMICAL dust and gases of all kinds. . . 
You may not need a delayed action switch, or a light that will work under 
FOOD water, but most of the industrial, outdoor and marine jobs you are considering 
MARINE should be protected against moisture, dust or explosive gases for a life-time with 
POWDER R&S products. . . . 
If you make electrically operated equipment that is to work under these haz- 
REFINERY ards, it should be equipped with R&S products before it leaves your plant. 
TEXTILE Leading electrical jobbers, engineers and contractors have the latest R&S 
and all outside installations Catalog (No. 90), and can give you good service and good advice. 





RUSSELL & STOLL COMPANY 

EXPLOSION-PROOF WATER-TIGHT AND EVER-LOK RECEP- 

TACLES, PLUGS, CONNECTORS, SWITCHES AND FIXTURES 
125 BARCLAY STREET - NEW YORK 7, N. Y. 
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NON -RAVELING 


joy OO) 5S 
FRIGTION 





APPLETON RUBBER COMPANY ||| 
| FRANKLIN, MASS. 
Rubber Co. praise || 
| DTT eT 1 Miinnnes: 


FRANKLIN, MASS. 
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w SPECIFICATIONS 


@ For 25 years, manufacturers of RLM lighting units 
. NE pUSTRIAL LIGHTING have waded together to give deslanee - their 
FOR No. i- label. Much of this work was pioneering in fields of 
RLM new design . . . its success is demonstrated by wide 
vite acceptance of lighting fixtures bearing the RLM label. 
The buyer now looks on this label as a symbol 
of lighting progress—one that symbolizes carefully 

engineered industrial fixtures. 


The buyer of fixtures bearing the RLM label knows 
that he is getting: 


specification No- %& Engineered Lighting 
RLM 4a”’ Fluorescent i. %& Economy through More Light at No Extra Cost 
Porcelain Ename % low Maintenance Costs and Long Life 


These qualities, guaranteed by the RLM label are 
instantly recognized by the buyer—making RLM 
fixtures easier to sell. 


RLM progress in the past year is demonstrated by 
the table of new and revised specifications listed at 
the left. These specifications, representing months of 
careful engineering study, research and tests, establish 
new, higher standards for RLM industrial fixtures. 
Copies may be secured from RLM manufacturers, or 
direct from the RLM Standards Institute. 





(FREMESTANOAROSNINGTINUTE 
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ARE YOU USING THIS BOOK 
Io Best ldvantage? 


Since this helpful bending manual 
was first published, thousands of 
copies have been distributed— many 
of them to your customers and pros- 
pective customers. 


Although it was produced primarily 
as a working tool for the electrician, 
this book has proved that it has high 
merchandising value—that it is a 
profitable sales help for ELECTRU- 
NITE Distributors. 


It tells and shows how to work elec- 


trical metallic tub- 

ing to make basic 

bends without back- 

tracking. It demonstrates 

how best to use the ELECTRUNITE 
and Hickey Benders. It contains 
helpful tables and maintenance sug- 
gestions. But more than that, it 
presents a sales story on the many 
features of ELECTRUNITE STEEL- 
TUBES—and it tells the reader to see 
YOU—their ELECTRUNITE Dis- 


tributor. 


Y Are you using the books which have 


been distributed in your territory to 
best advantage? Are you following 
up the good will created by these 
books to get the business available 
today—to build business for the fu- 
ture? If more books are needed in 
your territory, write us. 


REPUBLIC STEEL CORPORATION 


STEEL AND TUBES DIVISION + CLEVELAND 8, OHIO 


Berger Manufacturing Division 
Culvert Division . Niles Steel Products Division 
Union Drawn Steel Division e Truscon Steel Company 
Export Department: Chrysler Bidg., New York 17, N. Y. 


ELECTRUNITE 
Steeltubes 


ELECTRICAL METALLIC TUBING 


December 1944 — WHOLESALER’S SALESMAN 





nces = 
the pid ne E Hl ATKEEPIN 


inconveniences and aggra- 
vates the owner. 


There’s no “heart trouble” in 
that appliance -it has an 


EMERSON-EL 


o woman 





Of course, © 
a body, the motor 

ood common sense to 

_a motor that 1s 


lk to give quiet, uninterrupted operation. 

ppliance 5 an Emerson-Electric, you can 

long. faithful s Emerson 

Electric MO de by the same people o make the 

mous Emersoo Ele s—many of which have been 19 
and longer! 

pliances, ask “Do they The clean Wey of Life 

with Electric Motors 
otors have been pro- 


er for mony of Americas best-know” 
of their makers 





far 
is Powered 


operation 25 years 
So, when you buy these oew home 4p 
have Emerson Electric Motors’ 

Are you seine te modernize oF wild a new home? fer mare thor 
complete information O°” Emerson 
es and Home Cooler Fans viding dependable pow’ 

opplonces, and helped to 


54 yeors Emerson-Electric Mm 


sat ne build the reputation 
THE EMERSON ELECTRIC MANUFACTURING co. 
$1. Louls 3, missourt 


Los Angeles * Dovenport 


EMERSON ig ELECTRIS 


FANS 


Bronches: New York + Chicage * Detro# * 
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One of a series of 
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pons see electrical appliances 
enn tt ng known the reliability of 
yee ones Motors. National maga 
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In the fluorescent lighting of 
schools, offices, stores and 
industry ... 


new lighting systems need not present 
new planning problems nor new con- 
a struction problems. In fact, the Miller 
2-lamp 40-watt Fluorescent Troffer not 
only avoids new problems—but ingeni- 
ously solves a few old ones! 


/—- 


Miller Troffer recessed in either 
plaster or acoustic tile ceiling. 


ARCHITECTS SAY that Miller Troffers in 
single units, combinations of units, or in 
continuous light-strips “by the mile” pre- 
sent almost unlimited application possi- 
bilities. The wide range of plastic and 
glass dishes, ribbed or fluted—and pris- 
matic glass plates—and grills of metal or 
plastic—harmonize with almost any type 
interior. 


Patented Miller Bracket for attach- 
ing to structural ceiling, allowing 
false wood ceiling to be hung from 


the fixture. 


VAN 


Patented Miller Bracket for attach- 
ing to structural ceiling, allowing 
false metal ceiling to be hung from 
the fixture. 


BUILDERS AND CONTRACTORS SAY that 
exclusive Miller features such as contin- 











THE MILLER COMPANY ¢ MERIDEN, CONNECTICUT 


“| like to work with Miller Troffers 
because they work with us 


y// 


uous wireway channels (just like in 
Miller Industrial 50 and 100 foot 
Candlers), patented brackets and other 
improvements developed during Miller’s 
100 years of pioneering make this the 
most practicable and economical fixture 
with which to work. 


USERS of Miller Troffers say they are 
amazingly simple to service—and so eco- 
nomical to operate that completely new 
standards of illumination can be enjoyed. 


THE MILLER COMPANY SAYS: “We think 
we’ve got the best dawgone fluorescent 
lighting systems in the world—and be- 
cause we work with all light sources (in- 
cluding mergury-vapor and incandes- 
cent), we don’t think we’re particularly 
biased.” 


So call in a Miller Engineer—they’re in 
principal cities — and see why we're 
starting our second 100 years so chock- 
full of confidence! 





{ILLUMINATING DIVISION 
Fluorescent, Incondescent 
Mercury Lighting Equipment 


OIL GOODS DIVISION 
Domestic Oil Burners 
ond Liquid Fuel Devices 


ROLLING MILL DIVISION 
Phosphor Bronze ond Brass 
in Sheets, Strips and Rolls 


WAR CONTRACTS DIVISION 
Wer Moterie! 
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Thermador’'s Famous Heat 
Fan—it heats in Winter— 
cools in Summer. 


lao) 



































Thermador is no war baby, but a pioneer 


manufacturer of electrical appliances, that 
has built a reputation for sound engineer- 
ing, sound manufacturing, and sound mer- 
chandising. Its products are in use from 
coast to coast, from border to border. 
The pre-war line contains many electric ap- 


pliance items that offer exclusive selling 


features. The postwar line will continue to 
keep “seven leagues ahead” while still ad- 
hering to the sound and the sensible. 
Electrical wholesalers interested in an 
electrical appliance line, based upon a 
quarter of a century of engineering and 
manufacturing experience, will find that 


Thermador offers unusual opportunity. 


Buy More War Bonds 
THERMADOR Electrical Manufacturing Co. 


5119 SOUTH RIVERSIDE DRIVE © LOS ANGELES 22, CALIFORNIA 
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Safety. Positive interlock prevents opening the case 
or withdrawing the plug unless the switch is “off’’. 
Switch can’t be turned ‘‘on” unless the case is closed 
and the plug fully inserted. 


Switches. Motor circuit switch. Quick make and break. 
Double break, reinforced, positive pressure-type 
blade and jaw construction. Positive pressure fuse 
clips. Combination solder or solderless wire lugs. 2 
or 3-pole fusible. 


Plug Receptacles. Style I is grounded through the shell. 
It will take the plugs used with the former Type MKS 
of the same rating. Style II is grounded through an 
extra pole and the shell. An eyebolt and wingnut 
prevents accidental withdrawal of the plug when the 
switch is open, 


Cast metal case. Strong and durable. Four sturdy 
mounting feet. Many possible threaded hub arrange- 
ments for both vertical and horizontal conduit. Cover 
may be padlocked to prevent unauthorized entry. 
Operating handle may be padlocked ’’on” or “off”. 


Threaded operating shaft. Bearings permanently lubri- 
cated to resist corrosion and prevent the entrance of 
dust and moisture. 


Horse-power ratings. 2 through 50 H. P. 
30, 60, 100 or 200-ampere. 230 or 575 Volts A. C. 


Listed in Condulet Catalog No. 2500, Section 50, Pages 21 and 22 





(8  CROUSE-HINDS COMPANY 
SYRACUSE 1, N. Y.. U.S.A. 


Offices: Birmingham—Boston—Chicago—Cincinnau—Cleveland—Dallas—Denver—Detroit —Houston—Indianapoiis—Kansas City Los Angeles—Milwaukee —Minneapolis 
New York—Philadelphia—Pittsburgh—San Francisco—Seattle—St. Louis—Washington. Resident Product Engineers: Albany —Atlanta—Charlotte—New Orleans 
CROUSE-HINDS COMPANY OF CANADA, LTD., Main Office and Plant: TORONTO, ONT. P 
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It's new! It’s heavy duty! It’s raintight! 


Type WMKS Interlocking Safety Switch , 
and Plug Receptacle 


CONDULET 


(CONDULETS are made only by CROUSE-HINDS) 


for the control of portable electrical equipment 
in both indoor and outdoor locations. 


aE; 






































































































Type WMKS 
Interlocking 
Safety Switch 
and Receptacle 
Condulet with 

Type DP 
Interlocking 
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These popular types of Convenience Outlets 
are available in brown and white ‘“‘Ivorylite”’ 
plastics, as good in looks as they are good 
in quality. T-slot, with double side-contacts, 


self-adjusting. 


No. 7724—Single, top- wired, Bakelite; No. 


8264— Duplex, with 314” outlet box cover 


Sf it by tah fo slo 
= i ed ga 7% 


ig = 


all- purpose numbers 
for flush or surface work 


(4” also supplied ); No. 1911—Single, side- 
wired, Bakelite; No. 1913—Duplex, side- 
wired, Bakelight; No. 1913-I1—Duplex, 
side-wired, Ivorylight; No 7725-B—Du- 
plex (4 Screws) top-wired, Bakelite. Just 


the group you need for carrying-on. 


ARROW ELECTRIC DIVISION 











DISTRIBUTED THROUGH ELECTRICAL WHOLESALERS s 
THE ARROW-HART & HEGEMAN ELECTRIC COMPANY. HARTFORD. CONN. U.S.A. 
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Industrial Markets Those wholesalers and sales- 


men who have resigned themselves to the expectation 
that after the war their sales to industrial plants will 
drop down to a trickle, after reading the following, 
will want to revise their thinking and instead plan 
for continued aggressive cultivation of all their indus- 
trial customers. 

A national survey, made by the industrial maga- 
zine, “Factory Management and Maintenance,” re- 
vealed that 45 percent of America’s manufacturing 
companies admit the need for improving their exist- 
ing production equipment, while 18 percent consider 
new plant facilities a definite post-war “must.” 

This means that sooner or later some eighty thou- 
sand plants can be expected to revamp present produc- 
tion installations, put in new machinery and improve 
facilities in general. All that will involve their pur- 
chases of new wire and cable, fittings, control equip- 
ment, lighting fixtures and those thousand and one 
odds and ends that go along with doing that type of 
electrical work. 

Then those 18 percent which consider building of 
new plant facilities a definite post-war “must”— in- 
evitably will generate many thousands of orders for 
the salesmen and wholesalers, whose organizations 
and warehouses are geared up to a real industrial 
selling and servicing job. 


* 


: 
V-Mail From the OWI—Office of War Informa- 
tion—comes a request for’ urging the need of in- 
creased use of V-Mail. 

Summed up, OWI says: 

‘“‘1—Mail is one of the most potent factors influ- 
encing the morale and efficiency of our fighting men. 
Individual responsibility for writing letters that will 
be helpful to the fighting man is, therefore, great. 
Army and Navy surveys show that the men overseas 
prefer short, newsy, frequent letters to the long ones 
that come only occasionally. V-Mail is a logical way 
to send the popular short letters. 

2—Important as it is, good overseas mail service 
cannot be maintained unless more people send a 
great part of their mail V-Mail. Supply lines and 
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mail lines in the Pacific are being stretched as more 
men go into that area and as we push nearer to Japan, 
causing air cargo and ship cargo space to become 
increasingly critical. Unless a large percentage of all 
overseas mail is V-Mail, these supply lines will per 
haps bog down.” 

The answer is obvious— 

If any member of your family or any of your busi- 
ness staff or associates is overseas, write often but 
make it short and DO IT Via V-Mail. 


* 
Christmas Clubs Sometime during the month of 


December 1944 over 4,800 banking institutions through- 
out the country will distribute a total of over $500,- 
000,000—over % billion dollars—to approximately 
7,000,000 members. That’s about $80,000,000 more 
than was paid out in 1943 so that despite income tax, 
war bond purchase and other payroll deductions those 
millions of members were still able to save more than 
the previous year. 

Important fact brought out by a survey is, that 26 
percent of the money that members will get, is going 
into savings accounts which means that approximately 
130 million dollars will be added to that backlog of 
funds with which new houses, wiring, appliances and 
other things—electrical—will be bought, once they 
are available. 


* 
Farm Market At some time in the dim past a 


newspaper editor is said to have given a cub-reporter 
his first lesson by explaining: When a dog bites a man 
that isn’t news. But—when a man bites a dog, that’s 
news. 

Until the war came along, it was common practice 
for manufacturers to come to the market place say- 
ing, “These are our goods. Come and buy them.” 
Nothing done along those lines would be news today. 

But—we have before us a carefully prepared and 
excellently executed booklet from the Dairymen’s 
League. In it are listed in detail the items needed by 
members of the league—to be exact $91,428,352 

(Continued on page 41) 
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Not Time Yet 


for Paper Capers! 


Sure, the news is good — terrific, in fact. But 


don’t let that give you the idea that America’s 
paper shortage is over. More paper than ever is 
needed now to wrap supplies for our armies as 
they drive toward their goal. There’s still a man- 


power shortage in the pulp industry. 


So, you've still got to watch your company’s use 


of paper with the hawk eye of a paper miser. 








You've still got to use your ingenuity and that 
of your staff to find even more ways to use less 
paper. 

All material made of paper and paperboard still 
must be cut to the bone. Eliminate whatever you 
can until complete and final victory ends the paper 
pinch. 

The baling of wastepaper and sending it to the 
reprocessing plant is still of prime importance, 





USE LESS PAPER — SAVE ALL WASTEPAPER 


This advertisement contributed by this publication and prepared by the War Advertising 
Council in cooperation with the War Production Board and the Office of ‘War Information. 
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HOLE CUTTERS 


FOR THE MECHANIC «© HOMEOWNER «+ FARMER 
Because of simple cutting blade ad- ts as _ 2 pee 
justability, BRUNO HOLE CUTTERS ; '.4 
replace a long list of fixed-radius 
tools. Two Bruno Hole Cutters have 
a cutting range of from 5%” to 21/4,” 
in diameter. High speed steel blades 
snake clean cuts in sheet metal, boiler 

| ___plate, Dural, plastics, wood, Masonite b 4 
A die stock, hard rubber, fibre and other ; m ; a ‘gee > 
pair, workshop use, model building, SER NLP 


radio work. May be used in drill Cuts holes to any depth in plastic, 
wood or compressed materials. 


materials. Ideal for maintenance, re- 


presses, electric motors, hand drills or 
hand braces! Designed by cuttin 
& Y & 


tool engineers of long experience. 


SPECIFICATIONS 


Model Shank Expansion List 
No. Size Capacity Price 


100 %” straight shank %”-1%2" $3.00 
100-B Square Bit Stock %”-1%" 3.00 
101 %” straight shank 1” -2%" 5.00 
101-B Square Bit Stock 1”-2%" 5.00 
JOBBERS & DEALERS 
No. 100-B Write Today For Generous 
Square Shank Discount Schedule 





Bruno in light drill press cuts holes 
in 'e’ sheet metal or wood. 





RT ae 
sd ss 


. C3» 


= 


T : 
SEVER Hits COlLs 


Bruno No. 100 in electric drill cutting Bruno No. 100-B in hand brace 
| Rar ieee alo) (-MilaMail-ticl MES ai iaall oles. aUiiilate Mm ollohiilamleluliatelict: 
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Because of the basic importance of adequate wiring to the entire electrical industry, 
Anaconda is presenting messages like this in a wide list of national publications. 


4OW ABouT rug 
SCRAMBLE FoR 
POSTWAR MARKETS > 


BE SAFE - 


ELECT RICA, CAPACITY 
BE ‘T00 LITTLE 
AND T00 LATE’? 








ee ee a 


BE CERTAIN 


If the facts below make sense, check up on your wiring plans now! 


FUTURE MARKETS 
Foresighted market surveys won't mean much if 
plant wiring and service equipment capacity don’t 
back up potential volume. 
NEW DEVICES 
Do your plans anticipate the huge increase in the 
use of electricity—the power demands of new, com- 
plex electrical machines? 
COSTLY TEAR-DOWNS 


Figure the expense of possible downtime and labor 
costs for emergency wiring and equipment. 


A pA 


OBSOLESCENCE 


What about your banker? He'll want to be sure 
that electrical efficiency is adequate to keep your 
plant a prime commercial risk. 


POSTWAR EMPLOYMENT 


You'll want to help assure places for the horde of 
returning men. Don’t let inadequate wiring cramp 
your personnel. 


Obviously unwired planning will cost a lot more 
than planned wiring. Wire Ahead! Have a talk 
with your electrical contractor, power engineer or 
utility power engineer. iain 


\" ANACONDA WIRE & CABLE COMPANY 


25 Broadway, New York 4... Sales Offices in Principal Cities 
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(Continued from page 37) 


worth and what the book really says is “Come and 
sell us!” 

That’s like “man bites dog.” It’s news. It’s news 
worth broadcasting to every wholesaler who has rural 
regions within his service territory and to every one 
of his salesmen who calls on dealers and contractors 
that serve the farm market. 

The Dairymen’s League operates only in a small 
section of the country, namely, Northern New York 
State and part of Eastern Pennsylvania. If, in so 
limited a territory, dairy farmers want to buy over 
$91 million worth of goods, it would take a very 
active imagination to compile totals representing the 
real sales potentials of the country’s entire farm 
market. 

That market is biting at the heels of wholesalers 
who know how to cultivate it. The totals of wiring 
materials, electrical farm machinery, electrical appli- 
ances that can be sold stagger the imagination. 

Don’t let the other fellow beat you to it. Prepare 
now to go after the Farm Market. 


* 
Hotels and Traveling— 
And the Lighting Show The Office of Defense 


Transportation frequently publishes requests that busi- 
ness men and the general public reduce travel to the 
minimum so as to reduce war-time congestion and 
permit free-er travel for essential purposes. Only the 
magnificent job done by the country’s civilian-operated 
railroads has prevented government control and pri- 
ority ratings on railroad travel. 

Now along comes the Ahrens Publishing Co. with 
two publications in the hotel field and urges that no 
one should start on a trip, business or otherwise, with- 
out obtaining hotel reservations in advance and car- 
rying the written confirmation of such reservation 
when starting. 

Our duties include considerable traveling and our 
own experience prompts us to endorse heartily the 
two requests, mentioned above. Also—we consider 
that attendance at the First International Lighting 
Exhibition, to be staged at the Palmer House, Chicago, 
in April 1945 is an absolute essential duty, in fact 
it’s a MUST for every electrical wholesaler. 

Therefore we recommend that you make your Chi- 
cago hotel reservations at once, NOW, without delay. 
Then, 35 days or so before your departure for Chi- 
cago, get your request for train reservations on record 
with the local ticket office and be sure to have him get 
you your return accommodations also. The dates are: 
For the Lighting Show at the Palmer House, April 
19, 20, 21 and 23, 1945. For the National Electrical 
Wholesalers Association convention .at the Stevens 


Hotel, April 23, 24, 25 and 26, 1945. 
* 


No Shrink—No Shine—No Pressing +,,,,°, 


what your post-war suit can be according to Monsanto 
Chemical Company’s latest bulletin. 


” 
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Out of date will be the excuse for a tight coat or 
sweater that “it shrunk so.” The shine that appeared 
on the back of your coat and the seat of your pants 
all-too-soon will fret you no longer. If you get 
caught in a shower the crease of your trousers will 
be just as neat after drying as it was before it got 
soaked. 

When we see what the chemists have pulled out of 
their test tubes in recent years, it makes the magician 
who pulled rabbits out of his hat look like the lowest 
form of dilettante. 
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9 SINCE DECEMBER 1941 THESE 
CONSUMERS’ DURABLES HAVE BEEN 41,100,000 
OUT OF PRODUCTION... 
jy 
AT THE 1941 RATE OF PRODUCTION, 7 
THIS WOULD HAVE MEANT A 3 YEAR YY 
DEMAND FOR... WY 


16,755,000 


REFRIGE- 


ELECTRIC! papios 
RATORS | MOBILES| IRONS 


SOURCE: OFFICE OF PRICE ADMINISTRATION 
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* 
Red Tape In a recent statement Lewis H. Brown, 


president, Johns-Manville Corp., told stockholders, 
that the company filed 71,588 reports and question- 
naires for the government during 1943—the equiva- 
lent of one every two minutes of every regular 
business hour of the entire year. 

Who said: “Free Enterprise’? 


EDITOR 


41 











The high standards set by the 
and Navy were no novelty at Jefferson 
Electric because Jefferson-Uniof Fuses 


had been made to unusually high stand- 
ards of precision and accuracy for many, 
many years. / 

The extra hundreds of thousands of 
Jefferson-Union Fuses needéd for ships, 
planes, signal corps truckg and in ord- 
mance and essential wat production 
plants required greater production ca- 
pacity which with advanced methods 


and technique, now permit us to insure 
prompt deliveries. ... When you specify 
Jefferson-Union Fuses for the reliable 
protection of vital electrical circuits and 
costly equipment you can be sure of 
getting them. 

For your convenience, stocks are car- 
ried by Electrical Wholesalers. .. . 


JEFFERSON ELECTRIC COMPANY, 


Bellwood (Suburb of Chicago), Illinois. 
In Canada: Canadian Jefferson Electric 
Co. Ltd., 384 Pape Ave., Toronto, Ont. 


JEFFERSON 


AID GRRIIC 
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OURCE The figures we use as basis for these 
monthly comparisons of performance in the electrical 
wholesaling field are collected and compiled by the Bu- 
reau of the Census of the U. S. Dept. of Commerce. 
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Business Index 
For the Month of September, 1944 


SALES Sales of electrical goods by wholesalers 
throughout the country in September were reported at 
131 percent of the 1939 average sales volume. Although 
this figure was 14 points below the showing of the previ- 
ous month, August, it was still substantially above May, 
June, and July as well as January and February of 
this year. 

It is possible that the 131 percent figure represents 
the approximate index level near which sales may hold 
for the balance of the year. Sales-retarding influences 
are less severe. WPB releases of materials for civilian 
production are growing more numerous. So far, with 
few exceptions, sales in 1944 have followed the month- 
to-month trend, shown in 1943, and if this tendency 
should continue, the Fall months should remain close to 
or exceed the September level. 

When compared to the same month of 1943, whole- 
salers’ sales stood up strongly at 97 percent. Con- 
sidering that there has been a drop in new war orders, 
that there have been cutbacks in many war contracts, 
and that we have not had any appreciable increase in 
civilian production, this 3 percent drop in sales is very 
small. 


INVENTORIES For the second successive 
month, inventories of electrical goods, as held by whole- 
salers, declined when compared with the 1939 average 
inventory level. However, when compared to the 
previous month, these inventories showed a gain of 1 
percent. 


COLLECTIONS Collection percentages in 
September were at 88 percent, 3 points below the 
revised collection figure for August and 10 points above 
the collection percentage of September, 1943. There was 
no change in the percentage of accounts receivable im 
September compared to August. Compared with Sep- 
tember, 1943, accounts receivable were down 18 per- 
cent. 
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NEWS ABOUT 


WESTINGHOUSE 
LAMP 











Westinghouse 


PLANTS IN 25 CITIES OFFICES EVERYWHERE 


+4 WHOLESALER’S SALESMAN — December 19449) 








+i 
4 


944 


...FOR STORES, SHOWCASES, 
ARCHITECTURAL AND 
DECORATIVE EFFECTS... 


New “Slimline” lamps—long, 

slender and fluorescent—are be- 

ing made by the Westinghouse 
Lamp Division. Samples will be available 
shortly to fixture designers and others 
interested in the development. These 
tubes will be 42 and 64 inches long re- 
spectively, and have a diameter of only 
34 of an inch. Later, when manufacturing 
conditions permit, samples of lamps 
measuring 72 and 96 inches long witha 


thickness of one inch will be available. 


All these lamps will be hot cathode of the 
instant starting type which do not require 
starters. They may be operated singly or 
in multiple with a ballast, or on series 
circuits with a high voltage transformer, 
They will be available in the standard 
white color and will have a new type of 
single pin base. The life rating 200 mil- 
liampere operation will be of the 
same order as the standard 40 watt 


fluorescent lamps. 


Mists Le 
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They will present long ribbons of soft, cool 
light which will be very effective in places 
where decorative yet highly efficient light- 





ing is required, and where reflector space 
is limited. 

Once again the pioneering spirit of West- 
inghouse shows the way to better See- 
Ability with better lamps. Westinghouse 


Electric & Manufacturing Co., Lamp Divi- 
sion, Bloomfield, N. J. 


EFFECTIVE IMMEDIATELY, THE FOLLOWING 
LIFE RATINGS APPLY ON | 


40 AND 100 WATT WHITE 
WESTINGHOUSE FLUORESCENT 


AND DAYLIGHT 
LAMPS 


% of Initial 


Rated Average Lumens per Watt 


Burning Hours 


per Start Life® at 70% of Rated 
(Hours) Life** 
40 100 40 100 
Watt Watt Watt Watt 
3 2500 3000 84 78 
6 4000 4500 76 72 ' 
12 6000 6500 70 69 


* Life under specified test conditions. This includes such factors as opera- 
tion on AC circuits at rated voltage, the use of starters and ballasts or 


transformers of proper design. 


** All fluorescent lamps depreciate in light output continuously thruout 


life. Ordinarily the use of fluorescent lamps beyond 6500 hours cannot be 


economically justified. 
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REGIONAL ANALYSIS 


A THOUGH wholesalers’ sales 
by geographical regions in September was not ex- 
cessively uneven, the highest sales performance was 
nevertheless 6 points above the national figure, and the 
lowest was 6 points below. 

Three of the regions, Nos. 1, 4 and 8, managed to re- 
port sales volume above the level of the previous month. 
Region 4, the West North Central States, with sales 
at 103 percent, continued for the fourth consecutive 
month to show a gain in sales volume over the previous 
month. These states (Minn., Iowa, Mo., N. Dak., 
S. Dak., Nebr. and Kans.) are the only ones which, as 
a region, have been able to show consistent gains in 
sales volume since May. 

Region 8, the Mountain States, topped all regions in 
sales gains, with 104 percent, but this figure may merely 
reflect an easier flow of goods and not an unusual gain 
in business, as this region reported unusually low sales 
volume in August. 

Inventories showed almost the same range of fluctua- 
tion as seen in the sales reports, with the highest region 
+ points above the national figure and the lowest report- 
ing inventories 6 points below. 

However, five of the nine regions were able to report 
inventories larger than those held during August. 
While none showed spectacular gains, this inventory 
increase in five regions may be the forerunner of a 
more satisfactory inventory situation in all the regions. 

The most noticeable increase in inventories was re- 
ported from Region 2, the Middle Atlantic States of 


the distribution of 
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SEPTEMBER, 1944 


Figures in this table apply to the geographic divisions 
as outlined and numbered in color on map above 





SALES 
September, 1944 
Compared in %/, 

with 
August, 
1944 


102 
92 
99 


INVENTORIES 
September, 1944 
Compared in %, 

with 
August, | 
1944 


98 
105 
99 
101 
103 
96 
102 
98 
101 


Trading 
Region 
Sept., | (See Map) 


1943 


79 
89 
102 
107 
103 
131 
110 
105 
92 


Sept., 
1943 


89 
107 
117 
121 
112 
119 
125 
106 
109 
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N. ¥., N. Jam Pa. 


where an increase of 5 percent 


over August represented the first monthly gain in in 


ventories for these states since May. 

Compared with the same month of 1943, all but one 
region showed substantial gains in inventories. Regions 
4, 6, and 7 were the leaders with inventories at 121, 
119 and 125 percent of the September, 1943, level. New 
England, with a figure of 89 percent was the only re- 
gion to fall behind. 
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i for Hazardous 
Locations 


66 r S Q X 77 
Explosion-Proof Receptacle 


MAKES EXPOSED HOT 
TERMINALS IMPOSSIBLE 


The complete Appleton line 
includes dead - end recep- 
tacles and plugs for every 
kind of installation—general 
purpose, dust-tight and ex- 
plosion-proof. All kinds are 
described and illustrated in 
the big Appleton Catalog. 


Be Sure to Read 10 Features Listed Below 


10 IMPORTANT 
APPLETON FEATURES 


Heavy, unbreakable, malleable 
iron body—one piece. 
Finest quality, quick-make-and- 
quick-break switch. 
3 More than ample clearance between 
live parts of switch and body— 
roomy, easy to wire. 


4 Switch easily accessible—wiring 
heavily bead-insulated—terminals 
soldered 


5 Deep-threaded aluminum cover, 
” locked in place by special, tamper- 
proof set-screw 

6 Simple, sturdy interlocking device 
for positive safety—completely 
housed, won't jam. 

7 All contacts, including ground, 
must be fully engaged in order to 
operate switch 

g Polarized. 

9 Tight threaded cover, with rubber 
gasket. 

10. FP" Plug with cable grip and 
brass weatherproof nut. 


Danger from portable electrical equipment 
in oil refineries, and chemical, rubber and 
similar plants where explosive gases are 
present, is avoided by installation of 
Appleton ““FSQX” Explosion-Proof Dead 
End Receptacles. 

Exposed hot terminals are impossible with 
the ““FSQX”’ Receptacle. The switch cannot 
be thrown “ON” until the polarized plug is 
completely inserted and all terminals are 
fully engaged. The plug cannot be with- 
drawn until the switch is “OFF”. 

Appleton “FSQX” Dead End Receptacles 
are foolproof. Their one-piece bodies are 
unbreakable; made of heavy, malleable iron in 
Appleton’s own foundries. Anadditional ter- 
minal connected to the shell forms a positive 
ground through the entire conduit system 

We believe the Appleton “FSQX” Dead 
End Receptacle to be the safest in design and 
construction it is possible to build. You car 
recommend it with assurance—and all othe: 
Appleton Explosion-Proof products—fo1 
every hazardous location. Appleton fitting: 
are “STANDARD FOR BETTER WIRING.’ 


Sold Through Wholesalers 
APPLETON ELECTRIC COMPANY 


1734 WELLINGTON AVENUE - CHICAGO 13, ILLINOI: 
Branch Offices: NEW YORK, 76 Ninth Avenue + DETROIT, 731( 
Woodward Avenue « CLEVELAND, 1836 Euclid Avenue «+ SA? 
FRANCISCO, 655 Minna Street « ST. LOUIS, 420 Frisco Bidg. « LO! 
ANGELES, 100 North Santa Fe Avenue « ATLANTA, 203 Lucki: 
Street, .N.W «¢ BIRMINGHAM, 6 N. Twenty-first Street * MIN 
NEAPOLIS, 305 Fifth Street, S. * PITTSBURGH, 418 Bessemer Bidg 
BALTIMORE, 100 E. Pleasant St. 
Resident Representatives: Boston, Cincinnati, Dallas, 
Denver, Kansas City, Milwaukee, New Haven, New Orleans, 
Philadelphia, Seattle. 
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Make your selling job easier by recommending Curtis SkyLux for those two- 
lamp office installations. Use the good looks of this unit to get your sales story 
off to a good start. Then follow up with the SkyLux story of high light-delivery, 
scientific shielding, easy maintenance and long service. 

Graceful but sturdy construction characterizes this unit. Reflectors are steel with 
baked snow-white Fluracite reflecting surface. Shields and moldings are Satin 
Gray enamel. 

The patented SkyLux principle prevents a direct view of the lamp from ordinary 
angles and at the same time the inner surface of the lamp shield serves as a re- 
flector to direct the light downward. This is accomplished without trapping light, 
and no horizontal surfaces are present to collect dust. 

Write today for our latest SkyLux Folder, Serial 2167. 


Cele RYE 72/7777 Ans 


“6135 WEST 65TH STREET, CHICAGO 38, ILLINOIS 
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THE FAR EAST 


Frontier for American Enterprise 


our frontier lies to the West. But for 

a United States that stretches from 
the Atlantic to the Pacific, to Go West 
is to arrive in the Far East. The feet of 
literally millions of our young men are 
now set upon that route. 

Accomplishment of their objective— 
the defeat of Japan—will not end our 
responsibilities to the Orient any more 
than the defeat of Germany will end 
our responsibilities to Europe. This time 
we mean to see the venture through. 

The first sketch of a political program 
for enlisting the strength of nations of 
good will to enforce the peace was 
drawn at Dumbarton Oaks. That is a 
good start. But those who participated 
know how much work remains before 
the blueprint becomes a fully matured 
plan, the plan becomes a structure, and 
the structure takes life and effective be- 
ing in the living imagination and will 
of the peoples of the world. 

No political accord, however high its 
purpose, can endure for long if it de- 
pends upon the loyalty and support of 
populations embittered by hopeless pov- 
erty that is offered no promise of relief. 
The poisonous dust of mass despair 
makes inevitable an ultimate explosion, 
whether it be sparked by a torch sup- 
plied from without or by its own inter- 


ik THE great tradition of America, 


nally generated heat. Much of the Far 


East is sufficiently close to that position 
to pose a grave problem to the Western 
world. It is of particular importance 
that American business men and work- 
ers alike recognize the nature of their 
responsibility in the matter, for to them 
the great area of the East presents also 
an opportunity and a challenge. 


Te = 


The Orient—stretching in a vast semi- 
circle from Manchuria and Japan to 
India and Ceylon—is the home of more 
than a billion people, the world’s great- 
est potential market. In its mountains 
are the earth’s richest stores of tin and 
mica; its deposits of iron ore, coal, and 
manganese rival those of France, Rus- 
sia, and the United States. Its rice pad- 
dies are the most productive in the 
world, its coconut and rubber planta- 
tions the largest, and its cotton pro- 
duction is of major volume. 

And yet, this fabulous region—with 
its riches of manpower and raw mate- 
rials—suffers from living standards at 
the lowest rung of the world scale. With 
as much as 85 per cent of the popula- 
tions of this great area devoted to the 
production of farm products, starvation 
has been an endemic plague to count- 





less millions of its inhabitants, and will 
remain so until they graduate from the 
crudely primitive methods of the crook- 
ed stick and the bamboo plow to the use 
of the implements of a modern world 
in both agriculture and industry. 

The improvement of agricultural meth- 
ods and the burgeoning of industrial 
development depends upon tools—a pre- 
ponderance of simple tools, no doubt, 
at the beginning, for modernization of 
economic processes is a development 
that cannot be forced at a rate faster 
than the ideas upon which they depend 
can be developed. If we, in the United 
States, are to hope to supply a major 
portion of the implements upon which 
the salvation of the East depends, we 
must be prepared to export also the 
skills and technologies which will make 
their effective use possible. 

The possibility of a world market for 
machinery and manufactured products 
is a challenge that American industry 
cannot afford to ignore. The United 
States will emerge from the war with 
almost half of the world’s industrial 
capacity within its borders, with much 
more than half of the heavy industries. 
Drastic and painful readjustments are 
inevitable; but they can be mitigated to 
the extent that we can find outside mar- 
kets for the products for which we have 
excess capacity. 

We shall find ourselves, at war’s end, 
in a singularly favored position to com- 
pete in any equipment markets which 
are open. It is not merely that we shall 
have the productive capacities crying 
for outlets. Aside from Germany and 
Japan, which for some time will not be 
in a position to compete, our two major 
industrial Allies, Great Britain and 
Russia, will face enormous tasks in 
providing for their own rehabilitation. 
Neither of them is likely to be in a 
position to export more capital than 
they absorb; and although Canada, 
Sweden, and Switzerland will be, the 
United States will stand alone as the 
one major creditor nation in the world. 
If the potential advantages of this posi- 
tion are managed with wisdom and 
imagination, they will enormously en- 
hance our opportunities for supplying 
a great share of the capital goods de- 
mand of undeveloped areas. 


dimension 
demand? 


What is the of the Far 
East’s_ potential What are 
some of the difficulties standing in the 
way of its being realized? 

If needs were the only measuring 
stick, the Far Eastern market would 


provide a bottomless pit into which even 
the great stores of our exportable ca- 
pacity could be poured with room 
to spare. 

China, alone, with its teeming popu- 
lation of 450 millions, has spelled out 
needs in dimensions large enough to 
stir the imaginations of the equipment 
producers of the world. 

Business Week (February 5, 1944) 
supplements Dr. Sun Yat-Sen’s spa- 
cious first estimates of the require- 
ments for a thorough-going industriali- 
zation program with figures provided by 
current Chinese planners—25,000 loco- 
motives; 300,000 freight cars; 20,000 
passenger coaches; 20,000,000 tons of 
steel; and 90,000 power driven machine 
tools for the first five years of recon- 
struction. An American manufacturer 
of farm equipment, who recently sur- 
veyed the agricultural requirements of 
China, estimates an ultimate Chinese 
narket for 20,000,000 tractors. 

India’s drawing-board plans are 
equally expansive. According to the 
bold pattern drawn up by a group of 
Bombay industrialists—some of whom 
are due to visit the United States early 
in 1945—India, after the war, will re- 
quire a capital investment of $2,000,000,- 
000 a year over the next 15 years, of 
which $250,000,000 per year for the first 
seven years will be in the form of im- 
ported capital goods. 

Included on the huge import order 
list of the Bombay executives are min- 
ing, roadbuilding and power station 
equipment, heavy locomotives, metal- 
lurgical plants, agricultural machinery, 
and a long list of machine tools. 

There can be no question of the need 
of these countries for the industrial 
equipment—and for many items of man- 
ufactured goods—which we are so emi- 
nently in a position to supply. But 
realism requires that we measure this 
demand against the Far East’s probable 
capacity in the relatively near future 
to absorb industrial goods. 

A Chinese economist has estimated 
that China, in 1937, had a total in- 
dustrial capital investment of 
$1,000,000,000 in American values, or 
something like $2.50 per capita of popu- 
lation. In contrast, the American invest- 
ment, in manufacturing facilities alone, 
is now more than $600 per capita 

What it could mean in terms of 
capital goods requirements if China 
alone carries out this dream of mod- 
ernizing, not to the utopian level of 
the United States but to the present 
modest level of the less developed 
Soviet Union, is typified by measuring 
just three lines: 500,000 tons of steel @ 


about 











year, for five years, to add 12,500 miles 
to the railroad system; 2,187,500 motor 
vehicles; 3,300,000 telephones. 

But it is one thing to cite mountainous 
figures demonstrating needs. It is an- 
other, and far less optimistic exercise, 
to find assurance that practical oppor- 
tunities for satisfying such needs can 
be made to materialize. Let us face 
some of the major difficulties and see 
if they are insurmountable. 
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The first hurdle to be cleared is the 
question of whether or not we want to 
promote the industrialization of the 
Far East. The wisdom of doing so has 
been vigorously challenged. The nega- 
tive argument, on the economic side, 
generally runs thus: If we provide 
industrial equipment to backward eco- 
nomic areas, we deprive ourselves of 
the greater long-run opportunity of 
selling them manufactured articles 
which our aid has enabled them to 
produce for themselves. 

It is only fair to say that such a 
thing might happen—that it has hap- 
pened in isolated instances in the past. 
But the overwhelming weight of eco- 
nomic history demonstrates that the 
broader attitude is also the profitable 
one. 

The United States itself is the living 
refutation of the fear which now cramps 
the outlook of many of its own citizens 

From 1790 until 1850 the foreign 
trade of our new fledged Nation had 
many of the characteristics which per- 
tain to the trades of China and India 
today. We imported manufactures and 
we exported raw materials, agricul- 
tural products, and newly mined gold. 
Our imports exceeded exports, the dif- 
ference being made up partly by pay- 
ments to us for shipping services and 
partly by industrial development loans. 
It is relevant to inquire how the trade 
of the lenders was affected by this 
policy of supplying us with industrial 
capital and machinery. 

From 1850 through 1939 the pattern 
of America’s foreign trade changed. 
Slowly at first, and then at accelerated 
pace, our import ledger showed a per- 
centage decline in manufactured goods 
and a percentage rise in raw materials 
to feed our expanding industrial facili- 
ties. But while finished manufactures 
declined percentagewise in our import 
budget, so great was the increase in 
our total foreign trade operations in 
the century from 1830 to 1930 that 
our imports of manufactured goods 
increased more than twentyfold, and 
they more than doubled between 1900 
and 1939. 

Clearly industrial Europe gained rath- 
er than suffered from the industrializa- 
tion of the United States, and it is 
equally clear that we, in turn, shall 
benefit from the industrialization of 
the world’s undeveloped territories. Fur- 
ther evidence is provided by Canada 
which, with its high industrial devel- 
opment but only 12 million people, buys 








from us each year almost as much as 
the relatively unindustrialized 130 mil- 
lion people south of the Rio Grande. 

If it be granted, as I believe it must, 
that the development of Far Eastern 
countries will be to our advantage as 
well as theirs, the second question that 
we should face is the speed with which 
it can be accomplished. Is there genu- 
ine promise in the proximate future of 
opportunities for American enterprise 
of the magnitude set forth in the esti- 
mates quoted above? 

In all fairness, I am forced to state 
my conviction that the road is longer 
than is indicated by Chinese and Indian 
leaders. It is natural, and far from 
censurable, that their eyes should be 
focussed upon the urgency of national 
needs, rather than upon obstacles in 
the way of their fulfillment. 

On the other hand, it is possible that 
our own long process of industrializa- 
tion may lead us to conclusions of un- 
due conservatism. Ideas, once they 
break the crust of resistance are the 
most contagious of bacteria, and the 
tempo of their infiltration seems to 
increase by geometrical progression in 
a world of swift communication. 


In an interesting recent study of The 
International Labor Office, it is suggest- 
ed that the general economic level of 
the rest of Asia outside Japan in the 
late 1930’s was not dissimilar to that of 
Japan in 1900. Between 1900 and 1936, 
Japan increased its total capital invest- 
ment more than threefold devoting 
between 10 and 17 per cent of its an- 
nual income to capital outlays. A com- 
parable tempo of development for 
China, India, and other Asiatic areas 
would result in a capital expansion 
that would dwarf to insignificance the 
most optimistic blueprints that have 
been put forth to date. I am not sug- 
gesting this as a likely possibility, but 
rather as a caution lest we, in the 
name of hard-headed realism, under- 
estimate Asiatic potentials as much as 
their own nationals exaggerate them. 

Finally, in appraising the outlook for 
American enterprise in Far Eastern 
markets, we collide, head-on, with the 
problem of how we are to be paid. 
Here, hard-headedness can be only a 
virtue, for the lack of it will breed in- 
evitable disaster for the Asiatics as 
well as for us. 

In the last analysis, the dimension of 
the American market in the Far Eastern 
countries will be determined by the 
dollar exchange at their command, ob- 
tained through the products, goods, and 
services which they are able to provide 
to us, with due allowance for multi- 
lateral trade arrangements. It is true 
that the balance temporarily can be 
distorted through the extension of de- 
velopmental loans. There is little ques- 
tion but that such loans will be in 
order after the war, and if they are 
wisely made, for productive projects 
that eventually will increase the ex- 
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porting capacities of the countries to 
which they are extended, they can be 
thoroughly justified. But the best loans 
provide only a temporary expedient. In 
the long run, the balance of current 
payments must be restored with suffi- 
cient margin to provide interest pay- 
ments and finally amortization of prin- 
cipal. 


x & 3 


How, then, are we to attack the 
problem of increasing our imports from 
the Orient? 

In 1937, the total exports of the Far 
East amounted to something over $5,- 
000,000,000—a little less than $1,500,000,- 
000 in foodstuffs, a little more than 
$2,500,000,000 in raw and partly manu- 
factured materials, and better than 
$1,000,000,000 of manufactured articles. 
Of this total, the United States pur- 
chased only about 20 per cent—approx- 
imately 10 per cent each of the food- 
stuffs and manufactures, and 30 per 
cent of the materials. 

Despite changes in our technologies 
which will probably reduce our future 
takings of such important items as 
rubber and silk, the achievement of a 
high level of economic activity in this 
country after the war will provide a 
basis for increasing our Eastern im- 
ports, but only if it is an accepted part 
of our national policy to do so. 

This means an alert and aggressive 
exploration of two-way trade possibili- 
ties on the part of both American busi- 
ness and our governmental agencies. It 
cannot be done by either alone. 

The war has dislocated many of the 
trade patterns that prevailed in the 
past. The East is hungry for the type 
of products which we, uniquely, are 
situated to supply, but it will make its 
bargains with those who will not only 
fill its needs but will also provide out- 
lets for its produce. Even the prewar 
magnitude of the exports from this 
area provides ample margin for the 
most meticulous and imaginative shop- 
ping of Eastern markets with the aim 
of increasing the modest share of our 
prewar purchases. And a farsighted 
program of development loans can 
greatly increase the capacity of these 
countries to produce what we want. 

In general, we can trust American 
enterprise to explore rigorously all 
likely export opportunities. But the 
equally vigorous investigation of im- 
port possibilities will require a break 
from past traditions on the part of 
American business and American gov- 
ernment. 

Both East and West must learn to 
think in new patterns for the success- 
ful opening of a new frontier. 
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THESE ARE A FEW OF THE 
MAGAZINES WHICH WILL 
CARRY SPACE... 





@ VERD-A-RAY is a new type of incandescent light bulb scientifically 
designed to make seeing easier. In comparison with the “pinkish” white 
light of ordinary frosted lamps, note the comforting “pastel greenish’ white 
light emitted by VERD-A-RAY. 

Scientific research data indicates improved visual (sharpness) acuity, 
relief from eyestrain and reduced glare. 

Many war plants use VERD-A-RAY; one such plant reporting in a trade 
paper that hospital treated headaches were reduced 69.13%, hospital 
treated minor accidents were reduced 54%, and 357 productive man- 
hours were saved in one department in one month after proper installation 
of this new “glareless” lamp. 


WRITE TODAY 


VERDARAY 


CORPORATION 
TOLEDO 5, OHIO 
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VERD-A-RAY CONTEST RULES 


Ist PRIZE.............$1,000 in War Bonds 
Ee 750 in War Bonds 
Dh <-cveecwexee 500 in War Bonds 
5 ee 250 in War Bonds 
NEXT 25 PRIZES....... 100 in War Bonds 


1. Go to your dealer where entry form will be given to you 
free of charge or other obligation. Write 6-word (or less) 
slogan descriptive of VERD-A-RAY. Purchase and use of 
VERD-A-RAY might be of value in making you familiar with 
the product, but it is not a condition necessary to entering this 
contest. Your own facsimile of entry will suffice. 

2. Mail your entry to VERD-A-RAY CORPORATION, Toledo 5, 
Ohio. All entries must be mailed not later than midnight, 
December 31, 1944. 


3. Entries will be judged on the basis of originality of idea. 
Penmanship or fancy entries will not count extra. Decision of 
the judges will be final. In case of ties, duplicate prizes will 
be awarded. 

4. No entries will be returned. All entries, ideas and contents 
thereof will become the property of VERD-A-RAY CORPO- 
RATION. 

5. This contest is open to any resident of the United States 
except the employees (and their families) of VERD-A-RAY 
CORPORATION, or its affiliated companies, and is subject 
to Federal, State and Local laws and regulations. 








Distributors’ salesmen and dealers identified with prize 


winners also qualify for prizes. 











COMMERCIAL 


LIGHTING SWITCH 
Only 1%, inch deep 











The Bryant Switch No. 4961 is T rated 

at 10 amps., 125 volts. It will give you the 

dependable, easily installed shallow type 

switch you need for lighting loads in banks, hospitals, hotels, 
apartments, theaters, schools, and office and industrial build- 
ings. Mechanism is enclosed in rugged composition housing and 
insulated from yoke. Performance records indicate that me- 
chanical failures are almost unknown. It will give long unin- 

C) terrupted service under exacting load conditions. Meets all 


specifications, including Federal. For commercial lighting in- 





stallations, order Bryant No. 4961. 


ag =Specify Bryant Devices from your Electrical Wholesaler 
» , 
_ a 
A 


THE BRYANT ELECTRIC COMPANY Q@traneaars: 


WIRING DEVICES 
BRIDGEPORT 2, CONNECTICUT 


NEW YORK SAN FRANCISCO CHICAGO LOS ANGELES 
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Lighting and Lamp Exposition 
Planned for Chicago Next April 


Latest developments in lamps and fixtures to be shown by man- 


ufacturers under NEMA sponsorship. Theme will be “What's 


New in Lighting”; will show results of lighting in war effort 


HAT is expected to be the largest 

exhibit of industrial and commer- 
cial lighting equipment ever 
bled under one roof is being 
for the Palmer House, Chicago, 
19-23, International 
ing Exposition will be 
the Industrial and Commercial Light- 
ing Equipment Section of NEMA. 
The newest developments in lamps and 
lighting equipment will be unveiled 
by those manufacturers participating 
in the Exposition. 

The Exposition is designed to pro 
better and 
efficient lighting units for industrial 
plants, new and novel store lighting 
fixtures, advanced school lighting and 
new types of floodlighting for sports 
areas and service stations. The spon- 
sors are planning the show to appeal 
to wholesalers, contractors, dealers, 
architects, engineers, school execu- 
tives and representatives of industrial 
and commercial establishments. 

Along with the displays of equip 
ment there will be educational exhib- 
its by the Illuminating Engineering 
Society and by the Better Light— 
3etter Sight Bureau. There also will 
be a series of Lighting Conferences 
at which men prominent in the light- 
ing field will discuss trends in light- 
ing practice, the most efficient means 
of lighting schools, offices and facto- 
ries. There will be a symposium on 
the most effective means of using light 
for more and better selling. 


assem- 
planned 
April 
Light- 
sponse yred by 


where an 


vide a preview of more 
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The International Lighting Exposi- 
tion is one of the many activities 
sponsored by the Industrial and Com- 
mercial Lighting Equipment Section 
of the National Electrical Manufac 
turers Association to stimulate better 
lighting for war production and for 
the post-war period. 

Following is a partial list of ex- 


hibitors: The Art Metal Company, 
Senjamin Electric Mfg. Company, 


Bright Light Reflector Co., 
Glass Works, 


Corning 
Crouse-Hinds Co., Cur- 


SALESMAN 





tis Lighting, Inc., Day Brite Lighting, 
Inc., Electro Manufacturing Co., En- 
der Manufacturing Corp.,  Faries 
Manufacturing Company, Fluores-O- 
Lite Co., The Fostoria Pressed Steel 
Corp., General Electric Company, 
Globe Lighting Products Co., Hold- 
enline Company, Holophane Co., Inc., 
Jefferson Electric Company, Jones 
Metal Products Co., Kent Metal Man- 
ufacturing Co., Lighting 
Products, Inc., The Miller Company, 
Mitchell Manufacturing 


Company, Overbagh & Ayres Mfg. 
Co., Philadelphia Elec. & Mtg. Co., 
The Phoenix Glass Company, Pitts- 


burgh Reflector Co., Quadrangle Mig. 
Co., Revere Electric Mfg. Company, 
Lighting, Inc., A. L. Smith 
Iron Company, The Spero Electric 
Corp., Sylvania Electric Products, 
Inc., Verd-A-Ray Corporation, The 
\. F. Wakefield Brass Co., Watco 
Engineering, Inc., Westinghouse Elec. 
& Mfg. Co., Wheeler Insulated Wire 
Co., Wheeler Reflector Co., and The 
Wiremold Company. 


Silvray 


Chance at Local Surplus Wire 
Promised Chicago Wholesalers 


Chicago wholesalers will be first ones informed on all 


local lists 


of available 


copper, Chicago Association 


director announces after consultation with local RFC head 


HOLESALERS in the 

area will have the first 
to buy local stocks of Government- 
owned surplus copper wire, 
ing to A. J. McGivern, managing 
director of the Chicago Electrical 
Wholesalers Association. Mr. Mc- 


Chicago 


chance 


accord- 


Givern has released to WHOLESALER’S 
his letter to all 


SALESMAN a copy of 





wholesalers in his territory advising 
them of the procedure through which 
they may have a chance at this wire. 

This wire is being sold by the 
Reconstruction Finance Corporation, 
Mr. McGivern said, with sales offices 
for Illinois, Indiana and Iowa located 
in Chicago. He had a long conversa- 
tion with Mr. Dennin of the RFC, 
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ADVERT 


Pounds Home 


With Your 
Fluorescent and \ncande 


1. Champion Quality — assuredly 


nearly a half century of specialization in 
fine lamp manufacture 


2. Champion Service — trained ex 
perts in the field to help on all lamp 


and lighting problems 


3. Champion Economy — the 
Champion Diamond mark 
lamp is recognized as a symbol of lower 


light and lamp costs for industry 


on ever) 


1 


strictly 


4. Champion Supply 
through qualified industrial distributors 


equipped to meet local needs promptly 
jut] 


and intelligently 


Champion Advertising is reaching the best ¢ 
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Four Points 


scent Lamp Customers 


Better industrial lighting proved its 
value during the production emergency. 
The market for quality lamps will con- 
tinue to expand 

Champion Lamp users stay sold. The 
production and service resources of one 
of the largest and strongest produc ers 1n 
the lamp industry are in back of you. 
Champion Lamps are ideal supply items 
for new volume and profit. The Cham 
pion selling franchise puts you in a 
position build added volume and 
profit at lowest handling cost 


to 


Champion advertising stresses and will 

ontinue to stress the value and impor 
tance of the distributor and to direct all 
inquiries to him 


istomers and prospects for lamps 1n 


The Champion advert yg program con- 


MODERN INDUSTRY . MILL & FACTORY 


TRIAL EQUIPMENT NEWS . 
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who 
would buy this surplus wire would 
sell it through regular channels and 
in accordance with WPB priorities. 
\ list of wholesalers in the three 
states, taken by Mr. McGivern from 
the Directory of Verified Electrical 
Wholesalers, published by WHoLE- 
SALER’'S SALESMAN, was presented to 
the RFC and Mr. McGivern reports 
that he was assured that all lists of 
surplus copper as it becomes avail- 
first to this list of 
latter 
do not buy the copper, it will be of- 


explained that the wholesalers 


ible will be sent 
electrical wholesalers. If the 
fered to others. 

Mr. McGivern advised the whole- 
salers that the RFC expects them to 
make their full normal profit on this 
However, the RFC 
wire to the 


surplus wire. 
knows the cost of the 
Government and will not 


offer that is considered unfair 


accept an 
to the 
Government. 

In his letter, 
wholesalers that this was an 
tunity to build up their revolving 
stock of copper wire, for as they sell 


Mr. McGivern told 
Oppor- 


this surplus wire they can order re- 
placement stock in the usual way. 


Relax Ban On Certain 
Fluorescent Fixtures 


Manufacture of certain types of 


fluorescent fixtures which has_ been 
prohibited, is now permitted 
these fixtures are provided with bal- 
lasts or transformers that control two 
or more lamps, the War Production 
Board announced on November 22 
The additional types permitted by 


this revision of Order L-78 are those 


when 


lesigned for a continuous row of sin- 
ole tubes rated 40 watts and 100 watts 
per tube. Fixtures for a continuous 
row of single tubes rated 15, 20 or 30 
vatts each are still prohibited. 

Che amended order also makes the 
following changes: 

Permits the manufacture of 
vidual or continuous row fixtures 
using five or more rows of tubes. Such 


indi- 


fixtures normally employ ballasts that 
‘ontrol two or more lamps, WPB of- 
ticials pointed out. 

Removes provision requiring WPB 
iuthorization for the sale on unrated 
irders of fluorescent lighting fixtures 
that were in inventory on June 2, 
1942. Any remaining stocks of such 
fixtures may now be released for sale 
on unrated orders only through ap- 
peals procedure. 

Limits the sale of parts to be used 
for maintenance and repair to rated 
orders. Formerly, repair parts could 
be sold on unrated orders. 


FIXTURE MANUFACTURERS 


SEE NEW LAMP DEVELOPMENTS 





To see presentation of General Electric Company’s “Slimline” fluorescent 
lamps, fixture manufacturers and other electrical men met at the GE Institute 


at Nela Park, Cleveland, on October 30. 


At one of the gatherings are: 


A. B. Oday, GE executive engineer and one of the speakers at the con- 
ference; Ken A. Swain, Wheeler Reflector Co., Boston; N. H. Boynton, 
general sales manager, GE, Nela Park; B. H. Mitchell, Mitchell Manufac- 
turing Co., Chicago; F. C. Davies, Foster & Davies, Inc. 





In attendance at the meeting were, standing, left to right: 


Erwin Freyer; 


A. Dvorak, Beardslee Chandelier Co.; L. Maverer, Jefferson Electric Co.; 
H. Epstein, Advance Fluorescent Co.; S. Brody; Walter Glass, Leader Elec- 
tric Mfg. Co.; L. Schoenbrod, Electro Mfg. Co.; T. D. Scarff, GE Lamp 
Dept.; L. J. Gabernoch, Electro Mfg. Co.; W. J. O’Connell, Allegheny Steel 
& Brass; B. A. Mitchell, Mitchell Mfg. Co.; A. L. Arenberg, Luminator, 
Inc.; Fred Farmer, Beardslee Chandelier Co.; B. H. Martin, Art Lamp Co.; 
Rebt. Gordon, Luminous Tube Lighting Co.; Wm. Foulks, Curtis Lighting, 
Inc. Back row, seated: H. G. Gordon, Electro Mfg. Co.; Fred A. Savage, 
Crest Co.; Richard Weis, Colonial Premier Co.; L. J. Segil, L. J. Segil Co.; 
T. A. Stiffel, Stiffel Bradley Co.; Max Klein, All-Bright Elec. Prods. Co.; 
a ae Litchinger, Colonial Premier Co.; David A. Thomas, Jackson Co. 
Front row, seated: W. J. Schlossbauer, GE Lamp Dept.; J. H. Fall, Ll, 
Benjamin Elec. Co.; Dan Axman, GE Lamp Dept.; Donald N. Ingwerson, 
Sola Electric Co.; Robt. Natenberg, Art Specialty Co.; Edward Allen, Elec. 


Light & Power Co. 





Opens South Bend Office 
The opening of a sales office at 108 

North Main Street, South Bend, In- 

diana, has been announced by Cutler- 
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Hammer, Inc., Milwaukee. Mr. Terry 
Fisher, C-H representative in South 
3end, will be in charge of the new 
office 
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ARE HEADQUARTERS For 
G-E WIRING MATERIALS OF ALL KINDS 


G-E conduits, boxes and fittings, wires and 






































cables, wiring devices and fuses needed for war 
purpose wiring are all available today at G-E 
wiring materials distributor houses. The high 
quality of these wiring materials makes them 
especially desirable for wartime wiring. Customers 
like them because they are easy to install and are 
dependable. The G-E line is the only complete 
line made by one manufacturer on the market. 
Moreover, it is large. It includes suitable material 
for every sort of maintenance job, extension job 
or new war purpose wiring job. 

After the war, G-E Distributors will be able to 
supply customers with wiring materials for any 
sort of job—new wiring, reconversion wiring, 
modernization wiring and extension wiring. Stand- 
ard G-E wiring materials together with new G-E 
wiring materials will be available for wiring of 
all kinds. Now, as in the past, General Electric is 
preparing for future requirements. General Electric 
Company, Appliance and Merchandise Department, 


Bridgeport, Conn. 


BUY WAR BONDS AND KEEP THEM 


Hear the General Electric radio programs: ‘The G-E All 
Girl Orchestra’ Sunday 10 P.M. EWT, NBC. “The World 
Today’ news every weekday 6:45 P.M. EWT, CBS. 








H. C©- 


iring, 
>quate witl > 
G poy — of dona. 
LIVIN Rice, manner) California Ed 
sale — r os Ange es. 





A pEQuaTe 
eG que & 
oF 


54 WHOLESALER’S SALESMAN — December 1944 








‘aa 


hin «+ 








94.1 








James H. MeGraw Medal 
To Late ¢. M. Snyder 


The James H. McGraw Medal for 
Cooperation was awarded posthu- 
mously on Nov. 28 to-Carl M. Snyder 
for his work in advancing better hous- 
ing and the collective action of all 
branches of business and _ industry 
which he brought about for that pur- 
pose. 

The award was presented to his 
widow, Mrs. Snyder, by S. B. Wil- 
liams, secretary of the Committee of 
\wards and editor of Electrical lV orld, 
at a dinner attended by representatives 
of the building and electrical indus- 
tries. Founder of General Electric’s 
Home Bureau, Mr. Snyder was gen- 
eral manager of appliance sales for the 
Company at the time of his death, 
\ugust 14, 1943. 

Award of the Medal to the late Mr. 
Snyder was sponsored by Howard 
Myers, editor of Architectural Forum, 
Kenneth K. Stowell, editor of Archi 
tectural Record, Joseph B. Mason, 
editor of American Builder, and 
Kenneth Reid, editor-in-chief, Pencil 
Points. 

The judges were H. C. Thuerk, 
president, New Jersey Power & Light 
Co., Dover, N. J.; John M. Newton, 
president, Oakes Electrical Supply Co., 
Holyoke, Mass.; W. J. Wheeler, presi- 
dent, The Maintenance Co., New 
York; and A. D. Cameron, vice-presi- 
dent, Holophane Co., New York. 


Plenty of Rewiring Jobs 
Await Contractors Return 


SCRANTON, PA.—Any sizable pick- 
up in the amount of home, office and 
store maintenance and repair busi 
ness must await the return to private 
business of the many electrical con 
tractors who are now working in war 
industry, according to one _ local 
wholesaler recently. This situation is 
reported to be acute particularly in 
those areas where the war produc- 
tion has not caused other disruptions. 
Apparently the shortage of con- 
tractors in these non-war production 
areas has prevented many of the of- 
fice and store owners from buying 
much needed electrical supplies which 
they could have obtained on MRO 
ratings. Their failure to do so has 
left a noticeable hole in the sales of 
wholesalers in those areas. 
However, this wholesaler took an 
optimistic view and believes that the 
outlook for post-war in these com- 
(Continued on Page 88) 
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WORKING TOGETHER as one of the efficient wholesaling organizations 
in the southwest is this staff of the Westinghouse Electric Supply Co., Phoe- 
nix, Arizona, under the managership of Frank G. Waite. Left to right: 
Wm. Connolly, order desk; Ann Todd, stock clerk; S. B. Palmer, order 
desk; Doris Zeigler, cashier; and Mr. Waite. 





PART OF THE STAFF of the Industrial Wholesale Electric Co., Los 
Angeles, a new concern resulting from the purchase of the Great West 
Electric Co., by Wiliam M. Lockie. Left to right: W. D. Tucker, office 
manager; Mrs. Dolly McClean, stenographer; D. W. Stratton, sales man- 
ager; and William M. Lockie, owner and manager. 
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IT PAYS to advertise your business with a sign that is visible from some 
distance, yet is neat and attractive. Good example is this storefront of the 
Anthracite Electric Supply Company, Wilkes-Barre, Pa., where, in spite of 
the evident smoke, dust and haze of this industrial city, the name and busi- 
ness of the company is plainly visible. 


vw 
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To Be Successful at Nelling Marine 
Demands Hard Work. Vision and 


Supplying merchant ships of all nations with everything from 
and 


West 


electrical supplies to acids 


for 


pocket knives required a 


lot of conversion this Coast ex-radio wholesaler 
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into the marine supply busi- 


were virtually dragged 


ness as an adjunct to our 


regular radio supply business,” said 


R. H. 


radio 


Gollihur, manager of the 
United 
Portland, Ore. 


‘About two years ago, along with 


department, Radio 


Supply, Inc., 
practically ever\ order for radio 
supplies coming from a_ shipyard 
or a ship there came, written in on 
the order or verbally, requests for 
various other types of marine equip 
ranged 


and supplies. These 


It’s a far cry from radio parts whole- 
saling to the distribution of ships’ 
chronometers (above), but such a tran- 


sition had to be made by R. H. Gollihur 


56 


all the Diesel en 


gine units down through automatic 


way from large 


telephone systems complete for a 
whole ship, without operator, thou- 


sands of pounds of chemicals of vart- 


ous kinds, all kinds of marine fit 


tings, electrical and otherwise, to 


bells, gongs, chronometers and what 
not 
“About that 


radio supply 


time the amateur 
business fell off be 


cause of government regulations, 


the bulk of what was left was con- 


nected with shipping, and with 
pping 


= 


when he converted to marine electrical 
wholesaling. Another new item for him 
is the lifeboat blinker (above) used for 
projecting Morse Code eight miles. 


orders for the Army and the Navy. 
Therefore, we were confronted with 
a problem and forced to make a 
decision. 

“The owner of our firm, Mr. E. 
R. Meissner is a graduate electrical 
engineer and most of the rest of the 
key men are technically trained. We 
knew radio and it constituted more 
or less of a hobby with all of us. At 
the cross roads, then, we 
that we 


realized 
would either have to deal 
exclusively in radio and turn down 
all these extraneous requests or 
else go into the marine supply busi 
ness in earnest. There would be no 
gain to ourselves or anyone else by 
just dabbling in it. Therefore, and 
it must be confessed that it was with 
a little wrench to us radio men, that 
the decision was reached to stretch 
out and do a real job on the marine 
supply end. 

“The decision was governed by 
a number of factors: (1) The patri 
otic duty of every class of distrib- 
utor to do his utmost in helping 
keep the channels of flow of all 
kinds of merchandise open. (2) To 
augment our volume outside of the 
radio field. (3) To give service in 
every direction possible to the ship- 
ping trade customers who had now 
replaced a large section of the trade 
we had formerly enjoyed. 

“To give you an idea of what we 
got ourselves into by this decision, 
allow me to read to you just a few 
items of the order which lies on my 
desk at the moment. Two years 
ago, such an order would have slain 
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Nupplies and 


Nervice 


Ingenuity—Says This Wholesaler 


By R. H. Gollihur 


Manager, Electrical Department, 
United Radio Supply Co., Inc., 
Portland, Oregon 


As told to Henry W. Young 





the average radio or electrical whole- 
saler. 

l pocket knife 

2 pr. rubber gloves 
1 blacksmith’s bellows 
gals. muriatic acid 
gals. sulphuric acid 
lb. ammonia crystals 


— + DO 


lbs. borax powder 
gals. distilled water 
3 lbs. 2 millimeter nichrome wire. 


mn bo 


“This is from a Russian ship. One 
of the things we had to do in the 
beginning was to learn something 
of their language, which is 
to be the most difficult to break into 
except, perhaps, Chinese and Jap 
\lso, many 
pressed in the metric system, which 


said 


anese. things are ex 
must be reduced to our terms. 

“In a flight of this 
case, we tried to point out to the 
that he didn’t the 
distilled water; that he could take 
five gallons out of the tap, for our 
Bull Run water, direct from the 
melting glaciers of Mt. Hood, was 
naturally very pure H,O, that we 
ourselves use it in our batteries and 
think of distilled 
water. But the answer was ‘Neidt,’ 
and you could hardly blame him, for 
Bull Run water, like the climate 
of California, has been blown up 
so extravagantly that nobody be- 
lieves it any more.” 


ecstasy, in 


customer need 


never getting 


Knowing that the company had 
learned the hard way, starting from 
a basis of little or no_ practical 
knowledge of the 
marine supplies involved, or the 


miscellaneous 








- 


R. H. Gollihur, manager of the electrical department for a Portland, Ore., whole- 
saler, has been through some eventful years since he started supplying marine 
electrical supplies, etc., to United Nations ships. 


sourees from which they could be 
obtained, Mr. Gollihur was asked 
if he would mind telling about some 
of their experiences in developing 
the new field. 

“What is 
factor’? he 

“Getting,” 
ply. 


“If a man is a real ‘getter,’ he 


the 
was asked. 


most important 


was his instant re- 


can go about getting one kind of 
supplies just about 
another. They used to say that if 
natural born 
he could sell anything from peanuts 
to locomotives, for the fundamental 
principles are the same. It is quite 
similar in purchasing under present 
conditions. 

“If you know the principles of 


as easily as 


one was a salesman 
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rounding up radio suppliers, for 
instance, and getting your share of 
their output you can put the saine 
general knowledge to work to round 
up flypaper and get it moving your 
And strange t y, your 
‘getting’ is now more than _ half 


Way. ) say, 


selling anyway; that is, you have to 
pretty well sell the manufacturer on 
letting you and your customers have 
certain supplies, even when you 
present the very highest priorities. 

“Another old selling adage ap 
plies directly to war-time locating 
and purchasing of materials. They 
used to say that the salesman who 
the most the one 


to get the most business. Today, the 


made calls was 
wholesaler who is the most busy, the 


most time, contacting the greatest 


= 
‘ 








An extra service that brought much good will was the printing of these 
“Radiogram” blanks for operators of the Russian ships that came to port. 


number of suppliers, gets the most 
merchandise. 

‘Some seem to think that if it is 
no longer possible to acquire new 
stock to augment what they have in 
the warehouse there isn't 
use in trying to do more than to 
sell what they have and replenish 
with an equal amount. But this 1s 


much 


not the case. The business is very 
often for direct shipment, very 
much of it below carload lots and 
a substantial portion air express 
to the customer, at transportation 
charges that would in normal times 
be prohibitive 

“Therefore, a tremendous volume 
of business is still open to the 
wholesaler if he cares to get after 
it. In fact his warehouse function 
is the only one that may be said 
to be less important in many cases 
His other functions 
service, and so on been 
polished up until they shine like 
a new dime. So, if we can’t assem 
ble stock there is nothing to stop 
us from assembling ideas. 


procurement, 
have 


“This leads right up to the first 
row of bunkers we encountered 
at the start in developing marine 
supplies business. The question 
was, should we send an expediter 
back East at once and try to round 
up lines and suppliers after the 
good old manner, which always 
started out and ended up at the 
Broadway hot spots? This did not 
seem practicable because we did 
not yet know what we really needed. 
A lot of inquiries had accumulated 
for non-radio items and they were 
coming in faster and faster. But 
they had not been classified, and 
to tell the truth, we didn’t vet know 
what it was all about. 
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“To find out, we decided first to 
long distance 


others in the 


standardize on the 
telephone. [| and 
organization spent hours every day 
making long distance calls, running 
down the manufacturers of these 
talking them as 
to their facilities and finding out 
what they could do for us. If they 


new items, with 


could do nothing for the moment we 
would get suggestions as to others 
who might help and then call them. 

“By using the long-distance tel- 
though it 
gradually the picture began to en- 
large and take form and we began 
to get a limited flow of merchandise 
through. The toll bills were enor 
mous as compared to any telephone 
bills we had ever known, but we 
comforted with the 
thought that, large as they were they 


ephone as were local, 


ourselves 


were small in comparison to send- 
thousand miles 
back to the Atlantic seaboard, espe- 
cially as he would have gone un 
armed with any real information as 


ing a man three 


to whom to see and what he wished 
to accomplish. 

“For one solid vear we kept up 
stuff, 
fields and pointing the game. Then 
we got a blood-hound and turned 
him loose on a definite trail. Our 
Mr. R. Bargelt was the _ blood- 
hound, and instead of starting off 
on a cold trail he was given a fairly 
complete schedule of hot scents in 
the shape of lists of requirements 
and suppliers to run down. He made 
a trip covering the North Atlantic 
states, Washington and intervening 


this bird dog circling the 


points. He became acquainted with 
the suppliers, their factories and 
facilities, their key men and made 
known to them our requirements. 


“While we are still running into 
new items to supply to these ships, 
and it is still necessary to do con- 
siderable scouting, either by phone 
or by expediter, for the most part 
the situation is pretty well crystal- 
lized and we now feel as though we 
had been in the marine supply bus- 
iness for many years. We were 
successful, I believe, largely because 
we adopted the bird dog method at 
the start.” 

“Where and to whom are the 
marine supplies sold? What is the 
nature of the outlets and how are 
they cultivated?” 
asked. 


“Generally 


Gollihur was 


speaking there are 
three classes of customers here in 
this territory,” he replied. 

“These are: 

(1) Lend-Lease to Russia 

(2) Ship Conversion Docks 

(3) Ship Builders 

“We personally contact all three 
of these with qualified technical 
representatives, but on call from 
the customers only. Also, represen- 
tatives of these three classes are 
calling here every day from the 
moment the doors are opened in the 
morning until they are locked at 
night. 

“The Russians know little or no 
English as a rule and our Russian 
is pretty much on the pigeon order. 
I am seeking to perfect mine by 
taking a night course in Russian. 
Also, we pick up a lot by just trying 
to converse. Sometimes one of them 
speaks good English and he will 
come here with a group and act as 
interpreter. 

“At first we tried turning them 
loose among the radio parts stock 
shelves having them make their 
needs known by the ‘point system.’ 
Sut that didn’t work because every- 
thing is in the original packages and 
they could not read English, and 
they would have to take the place 
apart to find anything. But still, it 
is surprising how far it is possible 
to get in a short time in making 
wants known by the point-and-try 
method. 

“Orders for the Russian ships 
are all cleared through a Russian 
Portland agent. We then bill the 
goods through this agent to the Rus- 
sian head office in New York. We 
must forward the confirming requis- 
ition along with our bill, together 
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with 17 copies of the billing, one 
original statement and five packing 
slips. All copies must be signed by 
the captain or chief mate of the 
ship. In due course, we get our 
check from the New York office. 
It looks complicated, but, like pri- 
orities, it gets easier with practice. 

“One thing we did, made a great 
hit with our Russian friends. That 
was to print up quantities of Radio- 
gram blanks and put them in thick 
pads. These were given to the radio 
operators on shipboard, unless large 
quantities are required, in which 
case a charge is made. 

“Here is one you may reproduce 
if you care to. The single word at 
the top is Radiogram in Russian. 
It exemplifies some of the difficulties 
in doing business without a common 
alphabet. Some of their letters look 
like ours but stand for letters in 
some other place in our alphabet. 
Also, they run in a lot of extra 
letters that look and sound like 
nothing we ever heard of.” 

“What constitutes a line of ma- 
rine supplies as you look at it?” 
Gollihur was asked. 

“Most of the things of a technical, 
mechanical or electrical nature that 
are used on a ship or in the fitting 
of the ship, including the chem- 
icals,”” was his reply. “That is, we 
attempt to locate and furnish them 
with most anything they ask for 
outside of foodstuffs, clothing, per- 
sonal belongings and such commis- 
sary items. It would be a pretty 
long list to try to enumerate, and 
besides, new things will be coming 
up tomorrow or next day. 

“Anything in the nature of stand- 
ard electrical or mechanical marine 
fittings are of course in our line. 
We get them wire and lubricants 
and scores of other things. I would 
like rather to mention two or three 
items that we take especial pride 
in being able to furnish. 

“Here, for instance, is one of the 
Aldis lifeboat blinker lights for 
signaling. It is battery operated and 
with it you can talk 10 miles in day- 
light by Morse code, so powerfui 
is the lamp and reflector. At the 
same time, a submarine six degrees 
off the line of projection cannot see 
or read your message. That means 
that you must point your light 
straight to the mark. To enable you 
to do this, a telescope with cross 


hairs is made part of the equipment, 
and it is certainly a fine one as you 
can see by looking through it. 
“And here is another item that 
not every deliver 
these days. It is a sound-power 
headset and breastplate assembly 
for use in machine gun nests—no 


distributor can 


batteries, no outside power required. 

“Not long ago, we located and 
supplied a washing machine, for 
a ship, that was practically a com- 
mercial laundry size. 

“Sometimes all the telephoning 
and expediting possible will not lo- 
cate a piece of equipment in time. 
Then we try to make a substitute 
ourselves. 

“For instance, recently we co- 
operated with a conversion dock 
for a 1000-1500-watt blinker light. 
The Navy and Maritime Commission 
were requiring everything that the 
manufacturers could produce in 
that line. So we got to thinking, not 
in Russian, by the way. We went to 
a furnace company and got an or- 
dinary floor type hot air register 
for so-called central heating plants, 
with the movable louvers attached. 
With the aid of 
critical 


some more 
materials we made up a 
system of springs, hoods, handles, 
etc., so that this grid with the louver 
attachment could be operated in 
connection with the ordinary 
searchlight to make a really 
blinker light. 

“On another occasion, we 


non- 


ship 
keen 


built a 
combination radio-phonograph and 
power amplifier, using rack panel 
mounting, and were able to supply 
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throughout the ship. 

“As our organization stands to 
day, there are 20 percent less people 
in it than normally, and of the 
number left 
have been changed over from men 
to women. Yet our volume today, 
due largely to taking up the marine 
supply lines is vastly greater than in 


speakers, large and small, 


about eighty percent 


normal times. 

“One thing that the 
is going to learn as a result of this 
that the ‘work’ is a 
very flexible one, to put it mildly 
We thought that in normal times 


wholesaler 


war 1s word 


we worked like horses. If we did, 


then we must now be working like 
tractors. For now, in spite of the 
uproar, the detail, the 


ventures into unexplored fields, we 


new ad 


are getting a great deal more done 
with less hands than ever betore. 
“Tf I remember rightly, thoug! 
my memory is getting kind of 
dimmed out, | 


then, 


guess we did work 


too. But it was a different 
kind of work. It was then a gen 
eral scramble to get our share of 


a definitely limited amount of busi 
scramble 
number of wholesalers were all mak 


ness; a where a_ great 


ing the same motions going after 


every individual piece of business 
from every individual customer 
Now that we have fallen into the 
Get it! Get it! rhythm instead of 


the Get ’im! Get ‘im! rhythm, while 
we may be working a little harder, 
we at least have the satisfaction of 
that the 
efforts are helping to win the war.” 


knowing results of our 








Before Mr. Gollihur converted his department to handle marine electrical 
supplies it appeared as above, with the emphasis on radio parts and supplies. 
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‘mall Diameter Wires for Immediate 





Until we get the green light on general production of building ma- 





terials, appliances, other civilian goods and while we are waiting for 


“That Back-Log Spending Boom” to break—Mr. McGivern shows 


how small diameter wires can be used as the vehicle for selling big 


lists of wire and other materials. 


() one was ever hit by a train 


that he saw coming. The war 


is progressing so well on all 
fronts that we can look forward to 
the cancellation of many more war 
contracts just as soon as victory in 
urope is complete. Appliances will 
not be immediately available for 
volume sales but their production 
will be accepted as conditions per 
mit. The lumber situation and nec 
essary economic readjustments will 
probably cause considerable delay 
full 


building operations 


In getting into swing on new 


During that period of adjustment, 
the wholesaler and the whole elec 
trical industry 


might be hit quite 


hard, unless we get busy right now 


to avoid as far as possible a drasti 


ume of business if everybody in the industry will give it a push 


This challenge 
for the 
demonstrate dramat- 


reduction in. sales. 


once more opens the way 
wholesaler to 
that he 


service not only to the industry but 


ically can provide a real 
to the whole country as well. 


There is a crying need for the 
rewiring of all existing buildings to 
provide modern illumination accord- 
ing to present standards. Practically 
all of our buildings were wired 
many vears ago to furnish illumin- 
ation that 


were then considered adequate. But 


and electrical facilities 


time marches on. Those wiring in- 
stallations are completely inadequate 
and obsolete not 
difficult to show that they must be 


today and it is 


brought up to date. 


Practically all of 


the country’s 

















COMPARATIVE SIZES OF *14 BUILDING 
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The plan can generate a vast vol- 


retail stores and department stores 
are simply crying for better light. 
The illumination in office buildings 
bad. All 


that will engage in the new civilian 


is notoriously factories 
production program mast have mod- 
ern lighting to enable them to com- 
pete in efficiency of production. 
Nearly all homes need the same 
treatment to afford the illumination 
that people want, and to enable them 
that 
will be available in the near future. 


to utilize home appliances 
The greater majority of our homes 
are wired with No. 14 wire for the 
main and This is 


branch circuits. 


not sufficient to provide proper 
lighting and at the same time make 
dead that appliances 
operate efficiently and that they will 
be supplied with a proper amount 
of current at full voltage. 

kitchen 
special circuit of 


certain can 


should have a 
No. 10 wire and 


a 20 ampere receptacle. An electric 


Every 


roaster, an ironer, and many types 
of cooking appliances, each consume 
about 20 amperes, and satisfactory 
performance is just impossible 
where the current to supply them 
comes through No. 14 wires and a 
10 ampere Adequate 
current must be provided, too, for 
the many 


receptacle. 
new electrical gadgets 
for use in the kitchen that will be 
available in the near future. 






Thin Wall Wire to the Rescue 


Wire with thin wall insulation 
was developed before the war ex- 
pressly for the purpose of modern- 
izing the wiring in all existing build- 
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By A. J. MeGivern 


Managing Director 
Chicago Electrical Wholesalers Association 





HERE IS YOUR RE-WIRING MARKET 
IN A NUTSHELL 


184,000 Industrial Plants—Lighting and Wiring Obsolescence 80°, 
2,700 Department Stores—Lighting and Wiring Obsolescence 75% 
1,767,000 Other Retail Stores—Lighting and Wiring Obsolescence 85%, 
18,175 Office Buildings—Lighting and Wiring Obsolescence 80 to 0 90%, 
6,358 Hospitals—Lighting and Wiring Obsolescence 80%, 
7,053 Large Hotels—Lighting and Wiring Obsolescence 95% 
22,000 Small Hotels—Lighting and Wiring Obsolescence 98°, 
23,000 High Schools—Lighting and Wiring Obsolescence 87% 
230,000 Grade Schools—Lighting and Wiring Obsolescence 95°, 
1,359 Colleges—Lighting and Wiring Obsolescence 85°, 
2,741 Private Schools—Lighting and Wiring Obsolescence 98°, 
35,000,000 American Homes—Lighting and Wiring Obsolescence 85°, 





ings. It is the product that will make 
this big rewiring job possible. 

to all that modern il- 
lumination cannot be provided with- 
out increasing the 
of all 


ings. 


It is clear 


carrying capacity 
build- 
atter to 
pull out the old wires from outlets 


wires throughout the 
It is a very simple m 


to panel boards and to run thin 
insulation wire having double the 
carrying capacity through the same 
conduit. We can show the 
a building that this 
be done with very little interference 
with his business, and that 
rations will not even be marred. 

It is probable as such a job pro- 
gresses the panel 
found more or less overloaded and 
that a new one is required. 


easily 


owner of can 


deco- 


bi ard will be 
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Heavier 


SALESMAN 


risers will be needed to supply the 
additional 
bution centers and service 


current. Heavier distri 
switches 
may be needed, and of course, there 
must be complete new lighting fix- 
that will provide 


illumination, This same 


tures modern 
process of 
selling can be used in stores, offices, 


factories, and in homes 


This remodeling work will fill 
the gap between war _ production 
and peace-time building. Manufac 


turers, wholesalers, contractors, ar 
chitects, and labor all be kept 
busy at a time that otherwise 


will 
might 
be a minor depression. Such a pro 
gram will provide a public service 
by making it possible for the owners 
and occupants of all buildings to 
utilize modern lighting and electrical 


A. J. McGivern 






equipment. We solve our 
unemployment problems, and_ best 


of all, 


own 


can 


OWll 


there will be jobs for our 


boys when they come back 


home 
Industry Cooperation Necessary 


All branches of the electrical in- 
dustry 
rewiring program and all industries 
—utilities, 


salers, 


will benefit from a general 


manufacturers, whole 
architects, contractors, and 


labor—should cooperate to insure 
the success of such an undertaking. 
A good retail 


is contagious, 


lighting job in a 
for all the 
in the block must follow to maintain 


stores 


store 


their prestige. This is true also in 
all other types of buildings, but it 
will take some hard cooperativs 


work to get the ball rolling. If we 
will all do 


planning now, we 
by that train 


some real thinking and 


will not be hit 


INCREASED CONDUIT CAPACITY 











Build New Business for Yourself, 
By Promoting Their Nupport 





HE creation of a healthy and 
sustained period of building is un- 
questionably one of the greatest 

challenges facing the entire electrical 

industry. To achieve the goal we have 
mutually agreed upon, it is mandatory 
that our philosophy as producers and 
listributors be changed from that of 

i supplier of a market to creators of 

. market, 

The building industry, for 150 years, 
has produced housing for only the top 
20 percent of our population income 
wise. From here on in, building must 
gear itself for the production of hous 
ing for the bottom 80 percent as well 
is the top 20. 


It is apparent that the future ot 
building lies in the production ot 
houses and housing for this great mass 
market —the families which hereto 
fore have not been reached. And by 


this mass market we do not mean the 
lowest income families thought of as 
ill-housed, ill-clothed, and ill-fed. It 
is the market represented by those in 
the middle income group — those who 
can afford to pay between $20 and $50 
per month for shelter. 


stable 


They are the 


most market in the 


building in 
lustry 
Look at the 


ndustry. Is 


power! 
this not 
fact? 


period of many years, has represented 


of the building 
a striking and 


provocative Building, 


over a 
somewhat over 7 percent of our total 
At the bottom of the 
last and most severe depression, it ac- 


national income. 


counted tor more than 8 percent of all 
the employables on WPA rolls. 

Chis 7 percent slice of the national 
income 1s the major reason why build- 
ing has been assigned the unheard-of 
production of one million shelter units 
innually for the ten years following 
the cessation of hostilities. 

l‘ortunately 


this is a realistic ex 


pectancy because of the tre- 
mendous backlog of production in re- 
cent years resulting from an annual 
increase of approximately 550,000 new 
families of the con- 
tinued deficiency of housing provided 
during the war vears 


pecause 


because 


there are at present one million two 
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Adequate wiring and electrical appliances such as 


washers, refrigerators, dryers, air conditioning, etc., by 


virtue of their broad public acceptance, are as much a 


necessity in a modern home as are the traditional plumb- 


ing fixtures in kitehen and bathroom. The “Complete 


House” program, sponsored by the publication “Archi- 


tectural Forum.” 


if promoted by electrical salesmen 


among local architects and builders will produce large 


volumes of plus sales 


By Richard N. Jones 


married cou- 
than there would 
have had the war not oc- 
curred and because the period 
of demobilization which lies ahead will 
produce the greatest marriage year in 


hundred thousand more 


ples in the U. S. 
been 


human history. 

We are convinced that the home 
building industry remain on a 
feast and famine until it can 
offer the public a product as attrac- 
tive and as completely equipped and 
as reasonably priced and as easy to 
own, relatively, as all other capital 
investments competing for the con- 
This problem is as im- 
portant to all industry as it is to those 
of us intimately associated with the 
building industry’s welfare. Perhaps 
the simplest way to present this pro- 
gram is to use the question and answer 
approach. 


will 
basis 


sumer dollar. 


What Is the Complete House Program? 


It is the plan under which household 
equipment such as ranges, refriger- 
ators, automatic cycle washing ma- 
chines and other essential home oper- 
ating equipment can be installed in the 
home and financed under the real 
estate mortgage. . 

Let us assume Mr. and Mrs, Smith 
are planning to build or buy a new 


Architectural Forum 


house for $4600, terms $500 down and 
the balance payable under an FHA 
insured twenty-five year monthly pay- 
ment plan. The monthly payments in- 
cluding interest, principal, fire insur- 
ance, taxes and FHA insurance would 
be approximately $35.00. If a quality 
refrigerator and automatic 
cycle washing machine (retail price 
1940 — $455) were installed in the 
house, the purchasers would make 
an additional down payment of $55 
and an additional monthly payment of 
$2.38. Their total monthly payment 
would then be $37.32. 

If the Smiths bought comparable 
equipment under the most favorable 
credit terms (10 percent down and 
monthly payments of $15.80 for 30 
months, which includes a_ finance 
charge of $64), their total monthly 
payments would be $50.80. The 
$13.42 monthly during the 
first 30 months could be used to buy 
approximately $350 worth of addi- 
tional household appliances, furniture 
and furnishings on traditional credit 
terms. If an annual million house 
market is reached, approximately 175 
million dollars in additional purchas- 


range, 


saving 


ing power will be made available. 
(Based on estimates that approxi- 


mately one-half of the families ac- 
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Your Contractors and Dealers 
(i the “Complete House Program: 








quiring homes will take advantage of 
the program. ) 

There is nothing inherently new in 
the idea of financing operating equip- 
ment in the home under the realty 


mortgage. Savings and loan associa 
tions, savings banks, life insurance 


companies and other leading institu- 
tions have for years financed house- 
hold equipment, along with 71 other 
types of easily removable real estate 
items such 
fans, 


as venetian blinds, 
lating conversion oil 
stokers, water heaters, 
Water pumps, as 
mortgage. 


venti- 
burners, 
screens and 
part of the realty 
In Washington, D. C., for 
instance, it has been 


common prac- 


tice to include refrigerators and ranges 
Long Island, 
New York, ranges have always been 
included in 


the The Complete 
House Program is simply a 


1 


in house financing. On 


new homes and financed 


under mortgage. 
natural 
evolutionary step in making the post 
war house the 


more attractive to 


public 


How Will the Retailer Participate in the 
New Home Building Program? 

[he Complete House plan has many 
advantages for the retailer of appli- 
ances who understands the small scale 
character of the prewar 
Home Building Industry. 
percent of 


\merican 
Nearly 75 
contractor-builders con- 
structed only one house a year. Nine 
ty-five percent built than ten 
houses a year. A little more than 50 
percent of the new houses were specu- 
latively built; the remainder were 
built houses which provide a 
natural market for the appliance re- 
tailer. 


1 
iess 


ownel 


Sefore the war, the 95 percent of 
the builders who-erected one to ten 
houses annually, accounted for ap- 


proximately half of the houses built. 
These builders are logical 
for local appliance dealers 
gressively seek the business 


prospects 


who ag- 


Excerpts of an address delivered before 
the Ninth Annual Conference of the In 
ternational Association of 
Leagues 


Ele« trical 





In other 


words, 


enterprising re 
tailers can capture about three-fourths 
of the hoped-for million house mat 
ket. Only the mass builders, operating 
in large metropolitan areas, will re 
quire special treatment from the dis 
tributors. 

While the new house appliance mat 
ket at best will never constitute more 
than a relatively small portion of the 
total appliance business — the vast r¢ 
placement business representing by fai 
its greatest part. Nevertheless, it is 
generally agreed that new houses set 
standards for old houses. The deale1 
whose equipment is installed in houses 
put up for sale obtains additional rent 


free showrooms. Retail leads can be 


picked up from the 98 percent of the 


people who visit new houses out ot 
curiosity rather than out of any in- 
terest in home purchase. 


Who Decides What Equipment Can Be 
Financed Under FHA Mortgages? 
The FHA with 
the cooperation of mortgagees, attor- 
nevs for mortgagees and independent 
appraisers, prepares the list of equip- 


local underwriter, 


ment which is locally considered a 
part of real estate. Ranges, retrig 
erators, sequence type washers, etc., 
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can then be included in the agency’s 


valuation of the mortgaged property 
provided the mortgagor (borrower ) 
and the mortgagee (lender) agree, in 
writing, to regard such equipment as 
easily removable real estate items. 
This expression of intent makes it un- 
necessary for either FHA or the mort- 
gagee to determine whether a _par- 
ticular item of equipment would legally 
be construed as real or personal prop- 
erty in the absence of 


such a declara- 


tion. 


W hat Procedure Do Dealers Follow? 
Who Pays Them, and When? 

After the house owner has selected 
equipment, his architect or builder 
should include the equipment in the 
plans, and break- 
downs submitted to the lending insti- 
tution. Before the equipment is in- 
stalled, the dealer should check with 
the lending institution to see that 
enough money has been earmarked for 
its purchase. When it 
stalled, a voucher be issued by 
the architect or and honored 
for payment by the mortgage lender 
after inspection. The retailer will be 
required to sign a waiver of lien. As 
a general rule, dealers should wait for 


specifications, cost 


has been in- 
will 


builder 
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of MASONITE* 


1G Miles REFLECTOR SHAPES 


Help DOUGLAS Build the Skymaster! 


Ves. 19 miles of them... or over 20,000 
five-foot reflector shapes in the vast 
Chicago plant of Douglas Aircraft Co 
Here the C-54 Skymaster is born, a 
giant four-motored plane that carries 
troops and cargo everywhere along the 
Army’s world-wide air routes. 


Over 20,000 reflectors ... and not one 


has had to be replaced because of 


construction failure! 


Masonite Reflector Shapes are easy 
keep clean. At Douglas, they ar: 
jected to a bath of live steam from which 
they emerge shiny and spotless. That’s 


evidence not only of the quality of finish 





MASONIT 





used by the fabricator, but of the bond- 
ing power inherent in Masonite’s dense, 


durable material. 


These new semi-plastic fixtures are light 
in weight, thereby cutting shipping costs. 
They’re easy to install. They resist mois- 
ture and have a low electrical conductiv- 


ity. They arenon-scaling and will notrust. 


Get acquainted with the new leader of 
the “Light Brigade’’—the money-saving 
hardboard reflector that’s fast winning 
acceptance throughout industry. For 
complete details write Masonite Corpo- 
ration, 111 West Washington Street, 
Chicago, IIlinois 


View from platform sh 





wing dis- 


mantled Masonite Reflectors being 
lowered to floor for cleaning with 


live steam. 


SOR POR ATion 


a trade-mark registered in the U.S. Pat. Off —y 
that Masonite Corporation is the source of the produ ‘ 
. oe Reg. U.S. Pat. Office 
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final inspection before installing ap- 
pliances. 


Will Long Term Financing of 
Household Equipment Cost Too Much? 

Of course, it is cheaper to pay cash. 
It is undoubtedly correct that you pay 
more when you lengthen the financing 
term. Some people would rather pay 
more painlessly for the service they 
can get from that completely equipped 
home from the day they move into it 
than by acquiring these various equip- 
ment items little by little over a very 
much longer period of time. 

Obviously, if a purchaser can buy a 
house and pay for it in five years, it 
will cost a lot less in interest, but if 
people cannot buy through the aid of 
the long-term amortized mortgage, the 
number of sales will be drastically cur- 
tailed. 

The long-term single mortgage with 
small amortized monthly payments has 
made home ownership available to 
many thousands of families previously 
denied this privilege. Often the only 
alternative to acquiring a house on a 
25 year basis is to pay rent, and people 
who pay rent are paying the land- 
lord’s carrying charges and taxes. 

Furthermore, the quality of equip- 
ment has a great bearing on operating 
costs. High grade equipment, too ex- 
pensive to be acquired on a short-term 
basis by many people, may reduce op- 
erating costs more than it increases 
carrying charges. 

Many mortgagees encourage bor- 
rowers to accelerate payments under 
the long-term mortgage in order to 
save interest. It is just a matter of 
arithmetic for anyone to figure out 
how much interest he wants to pay in 
relation to his capacity to pay. It is 
a lot better to borrow money at 4 to 5 
percent than at 12 to 32 percent. 


Will “Complete House” Purchaser Be 
“Married” to Househo!d Equipment 
25 Years? 

The fact that water heaters, fur- 
naces, roofs, kitchen cabinets, venetian 
blinds and lighting fixtures serve as 
collateral for the house mortgage has 
not in the past retarded the replace- 
ment of equipment by the home owner 
intent on modernization. Nor has the 
mortgagee put any obstacles in the 
home owner’s way. Lending institu- 
tions welcome the replacement of any 
house part by the home owner whether 
for wear and tear or 
since the 
hanced. 


obsolescence 
value of the house is en- 
It should be noted that the 
mortgagee is just as anxious to make 
loans as a dealer is to sell appliances. 

As a matter of fact, a number of 
lending institutions have refinanced 
mortgages to take care of house mod- 
ernization. While in the past only a 





few mortgagees advanced funds for 
refrigerator and washing machine re- 
placement, etc., the Complete House 
program is winning acceptance for 
the view that such equipment is as 
basic a part of the house as any other 
and, therefore, should be eligible for 
modernization refinancing under the 
realty mortgage. 


What Effect Will This Program Have 
On Equipment Obsolescence? 


An acceleration of obsolescence re- 
sulting from complete house sales can 
be expected. For, if houses offered 
for sale are equipped with the latest 
models of time and labor saving ap- 
pliances, the job of selling the prospect 
on the newer equipment is chiefly ac- 
complished. Little persuasion will be 
required to get him to sell or trade in 
his old appliances before moving. 


Will Long Term Mortgage Financing 
Affect Dealer’s Sales Volume? 


Many of building’s leaders believe 
that until the public is offered a com- 
plete home financed under a single, 
long term mortgage, a greatly sus- 
tained home market will never be 
realized. This program represents a 
major realizable improvement in the 
post-war home and an effective means 
of combatting the propaganda of the 
all “plastic and magnesium house.” 

A recent survey discloses that the ma- 
jor stimulant to appliances and home 
furnishings sales is not wear and tear 
or obsolescence but movement. And 
the greatest stimulant to movement is 
new house construction. Mrs. Jones, 
moving into a 194x house, will make 
Mr. Jones buy her a 194x range, re- 
frigerator, rug or sofa to replace their 
shabby furnishings and worn equip- 
ment. Mrs. Smith, moving into the 
house Mr. Jones vacated, will not 
bring her old equipment into her new- 
ly redecorated home. The sale of a 
new house puts in motion a chain of 
sales that is repeated through many 
buyers, just as in the automobile busi- 
ness, one new auto purchase has been 
traced down through as many as eight- 
een collateral sales. 

After the war, the competition for 
the consumer dollar is going to be 
very keen and the incomes of the great 
majority of our citizens limited. In 
the middle thirties, 85 percent of 
America’s families had incomes of less 
than $3000 a year. Yet they bought 
three-fourths of all consumer products, 
durable and non-durable. 

In 1943, despite swollen payrolls, 
wartime labor rates and overtime, 
74.2 percent of the country’s families 
still made less than $3000. The more 
household equipment that can be 
thrown into the long-term finance 
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package, the more money can be spent 
on other essential household equipment 
and furnishings. 

With the $13.42 monthly saving, the 
home owner can acquire approxi- 
mately $350 worth of additional house- 
hold furnishings and appliances on 
traditional credit terms. If an annual 
million home market is reached, ap- 
proximately 500,000 families will be 
able to acquire immediately an addi- 
tional $175 million worth of furnish- 
ings, furniture, and appliances. 


W hat Can the Retailer Do to 
Capture the New House Business? 


1) Cultivate the architect 
builder. 

a) Acquaint them with his appli- 
ances—types, models, dimensions, cost 
of acquisition under the realty mort 
gage, etc. 

b) Help them plan their kitchens 
and laundries. 

c) Teach them some of the appli- 
ance industry’s promotional techniques. 

d) Arrange for advertising tieups. 

e) Pass on to them leads on people 
planning to buy or build. 

2) Cultivate lending institutions 
since they are exercising increasing 
controls over product specification in 
the homes they finance. 

a) Acquaint them with your appli- 
ances, types, models, dimensions, cost 
of acquisition under the realty mort- 
gage, etc. 

b) Furnish them with 
for home savings clubs. 

c) Pass on to them leads on people 
planning to buy or build. 


and 


literature 


Summing Up the Complete House 
Program 


Here are the advantages to the 
dealers: 

1) It will give the home owner 
more funds to spend for additional 
appliances, furniture and furnishings. 

2) It will stimulate replacement 
sales because every model house serves 
as a rent-free showroom. 

3) It will open up the building 
market. 

4) It will enable him to share di- 
rectly in some of the benefits of the 
Veterans’ sixteen billion dollar spend- 
ing potential under the G, I. Bill. 

5) It isa cash business that requires 
no dealer guarantee. 

6) It will stimulate movement, which 
will stimulate sales, which will stim- 
ulate employment, which will stimulate 
sales. 

7) It will step up obsolescence. 

8) It will stop the headaches of 
repossession. A home owner does not 
give up his house as easily as he might 
a refrigerator. 
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Nell Your Contractors on Fluorescent 


And You'll Increase Your Sales 


Salesmen who aid contractors in setting up fluorescent maintenance service 


will be creating more satisfied commercial and industrial customers, building 


up a good market for lamps, plus new lighting and wiring installations 









tunities now, and one that will 
increase during the post-war pe- 
riod, will be realized by alert whole- 
salers who plan to cooperate with 
customers who engineer, specify 
and maintain fluorescent lighting. 

Today, these customers serve two 
broad classes of lighting installa- 
tions; the industrial market and the 
commercial market. Together, these 
Huorescent lighting markets now re- 
quire 40,000,000 replacement lamps 
each year, of which 33,000,000 are 
needed for industrial plants and 
7,000,000 for commercial service. 

While replacements in industry 
are now efficiently handled in many 
large war plants, exactly the oppo- 
site situation exists in thousands of 
commercial outlets ranging from 
the smallest retail shop to many 
large office buildings where there is 
10 regular maintenance service. 

A recent survey of commercial 
fluorescent lighting installations re- 
veals that the number of continu- 
ously inoperative lamps now aver- 
ages almost ten percent of the total 
number in service. These outages, 
which prevent the users from en- 
joying the full benefits of lighting 
equipment and create no lamp or 
accessory business for the wholesal- 
er, are attributed principally to a 
lack of planned fluorescent lighting 
maintenance for commercial light- 
ing installations. 

A practical pattern for the type 
of maintenance service needed has 
already been initiated in many large 


()is of the biggest sales oppor- 
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Don G. Mitchell 


industrial plants where lighting fix- 
tures are regularly maintained by 
crews devoting their full time to 
lamp replacement, reflector cleaning, 
and the checking of electrical acces- 
sories. 

In many instances, this service 
has almost completely eliminated 
lamp outages, especially in those in- 
stallations where the frequency of 
replacement is based on rated lamp 
life under actual operating condi- 
tions and lamps are regularly re- 
placed at the end of average useful 
life but before actual failure. 

Unfortunately no similar mainte- 
nance plans are now in wide gen- 
eral use by many smaller industrial 





users. This situation appears to be 
due to the limited number of fix- 
tures in use in small plants, and the 
reluctance of many plant managers 
to divert regular electrical and 
maintenance personnel to a part 
time task, particularly in view of 
the war-time manpower situation. 
There are many indications, how- 
ever, that a large percentage of 
small industrial plants, in which the 
production value of good lighting is 
just as important as it is in large 
plants, would be glad to contract for 
outside lighting maintenance serv- 
ice. 

The commercial field also is now 
almost wholly without the benefits 
of regular fluorescent lighting main- 
tenance of any sort. Exceptions to 
this rule are large department stores 
and some of the larger office build- 
ings where efficient management 
has long been alert to the value of 
good lighting. As in these larger 
commercial outlets, maintenance 
service where it does exist, is usu- 
ally limited to part time work done 
by electricians and maintenance men 
who are also charged with other 
building maintenance responsibili- 
ties. 

For this reason, they can hardly 
be appraised as lighting mainte- 
nance specialists even though they 
may be under the direction of a 
lighting engineer. Here, as in the 
smaller industrial plants, the need 
for regular maintenance is recog- 
nized but the user is usually lacking 
in an adequate staff to provide the 
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Lighting Maintenance Plans 
And Protits NOW and Post-War 


By Don G. Mitchell” 













efficient and specialized personnel to 
do the work. 

Among the smaller commercial 
establishments, which represent by 
far the greatest maintenance market 
now, there is almost no lighting 
maintenance of any sort in effect. 
This market is very extensive in 
every community and_ includes 
slightly more than twelve percent of 
the 4,200,000 retail stores, service 
establishments, hotels, schools, hos- 
pitals, movie houses and many other 
lighting outlets throughout the 
country. 

So it is apparent that a very prac- 
tical way for increasing the whole- 
saler’s business on fluorescent light- 
ing, right now, lies in the promo- 
tion of planned fluorescent lighting 
maintenance. 

Already the trend in this direc- 
tion is evident in the case-histories 
of sales and profits which are now 
being made by a few electrical con- 
tractors who have successfully es- 
tablished themselves in the fluores- 
cent lighting maintenance business. 

Their experience indicates not 
only that there is a genuine need 
for the service, but that electrical 
contractors are the logical customers 
of the wholesaler who are best fitted 
to perform the service and meet 


future competition which may arise 
in the field. 


*Vice President, 
Sylvania Electric Products, Inc. 
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Fluorescent maintenance service 
looks principally to the contractor, 
who purchases his equipment needs 
from the wholesaler, and who al- 
ready is an old hand in the fluores- 
cent lighting business through expe- 
rience gained in engineering many 
existing commercial installations and 
specifying equipment. 

This valuable contribution to the 
present, growing market has made 
the contractor thoroughly familiar 
with the development and applica- 
tion of all fluorescent lighting prod- 
ucts. It has stimulated the building 
up of a staff of lighting men who 

























































know how to sell fluorescent light- 
ing to the user. It has given him 
trained specialists who really know 
fluorescent lighting equipment. 

In addition to these qualifications, 
the contractor is in an excellent 
position to offer any new form of 
electrical service, since he already 
knows where most of the fluores- 
cent lighting installations are lo- 
cated. He is also an established 
consultant on all electrical prob- 
lems within the territory he serves. 
Because of these facts, established 
contractors are generally best pros- 
pects for maintenance program pro- 





Relation between percentage of total light delivered and other factors con- 


sidered in lamp maintenance. Chart from Sylvania Electric Products, Inc. 






Adequate facilities for reaching overhead lamp installations is a necessity for 


efficient maintenance work. This is a “lamping bridge,” traveling on crane rails 


in a modern aircraft factory. Photo from Westinghouse Lamp. 


motion by the wholesaler’s salesmen. 

In the post-war period, the com- 
petition in the electrical contracting 
business will doubtless undergo 
changes which favor immediate con- 
sideration of sound fluorescent light- 
ing maintenance service now. Some 
of the changes that are already be- 
ginning to take place are the result 
of the return of many smaller con- 
tractors both from the armed serv- 
ices and war plants. It may also be 
assumed, with reasonable certainty, 
that many small 
will come into being as more people 


new contractors 
are released from war services with 
new skills. 

By promoting fluorescent mainte- 
nance service now, the wholesaler 
can do much not only to increase his 
fluorescent lighting sales for sorely 
needed immediate replacements in 
his commercial lighting market, but 
he can also set in motion an almost 
automatic source of profitable busi- 
ness which is destined to increase 
rapidly with the growth of the fluo- 
rescent lighting industry in the post- 
war era. 

Since specialized fluorescent light- 
ing maintenance can be most effec- 
tively initiated by contractors now 
established in business and conse- 
quently already prepared with men 
and equipment, the wholesaler’s 
salesman need not speculate with 
many customers in order to estab- 
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lish a sound basis for steady, in- 
creased sales of several profitable 
fluorescent lighting items, including 
lamps, starters, ballasts and wiring 
needs. 

Looking at the opportunity with 
a larger view, it is apparent that 
maintained fluorescent lighting in- 
stallations will also tend to assure 
a full share of business from the 
growth of fixture sales. 

Fluorescent lighting sales are the 
result of a new recognized and bet- 
ter kind of lighting, for all commer- 
cial establishments, but it should 
not be forgotten that relatively in- 
terdependent specialized accessories 
are required for satisfactory opera- 
tion over long periods of time. This 
condition, of also creates 
business for the wholesaler, who not 
only supplies replacement lamps but 
other items such as starters and, 
frequently, ballasts, wiring, 
switches and sockets. 

Another f which 


course, 


less 


factor has con- 
tributed greatly to the practical de- 
velopment of planned fluorescent 


maintenance at this time is the prog- 
ress in manufacture which provides 


reliable equipment for operation 
over relatively long periods of time 
without the need of attention. 
Progress along these lines has 
now reached a point where the rat- 
ings of many sizes of fluorescent 
lamps now assure dependable serv- 


ice up to 6000 hours when lamps ar« 
used continuously for periods of not 
less than twelve hours. 

While these product improve 
ments might tend to suggest a de 
clining market for the wholesaler’ 
salesman, the actual trend is in th 
Better 
rendered by any product 


servic 
alway 
tends to create a larger acceptanc 
and greater utilization. Fluorescen 
lighting promises to be no excep 
tion to this rule, and, having passe: 
rapidly through the first two stage 
of development, manufacturing and 
introduction, it is very defi 
nitely entering a third stage, whicl 
is planned lighting maintenance. 

This third stage of market devel 
opment should not be underesti 
mated in terms of increased sales 
for the wholesaler, who can great! 
benefit by promoting sound plans 
for his electrical contractor custom 
ers. 


opposite direction, 


now 


These plans should be considered 
in terms of local conditions with re 
spect to: (1) the genuine need for 
the service, (2) the ability of th 
contractor to render it better, (3) 
competition. In most instances, gen 
eral conditions now justify these 
three considerations. 

Among the more important ques 
tions the contractor will want an 
swered will be those dealing with 
the specific services to be rendered ; 
the amount and kind of additional 
help and equipment he will need; 
a method of estimating costs, 
charges and profits; the form of 
contract he would offer; the lengtl 
of time his contract should cover: 
how, when and where to solicit 
business; the best way to avoid un 
necessary call backs; the actual life 
of lamps, starters and ballasts; the 
success of other contractors offering 
maintenance service, and facts abou 
their charges and their profits. 

As a rule, contractors are ver) 
practical businessmen and therefor: 
seek the answers to these problems 
in terms of the experience of other 
contractors. They are not particu 
larly interested in elaborate plans 
but they are definitely interested 11 
an arrangement that is direct 
simple and profitable in terms o 
their own needs. 

Contractors now operating a suc 
cessful lighting maintenance servic« 
agree that there are several detail 
which are common denominators 0 
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successful operation in any terri- 
tory. 

The first of these is that service 
should be rendered on a contract 
basis, in which the work performed 
will be clearly defined. They have 
also found that whatever form of 
contract is finally agreed upon, it 
should cover service for at least 
two and preferably more years, and 
that all payments should be billable 
in advance and on a monthly basis. 

These provisions tend to protect 
the contractor against unnecessary 
risks which may accrue through the 
prepayment of salary or commis- 
sions against sales. As a further 
means of protecting the contractor’s 
investment, contracts are frequently 
drawn up so that they are uncancel- 
lable before expiration. 

The kind of service now being 
offered by electrical contractors falls 
generally into two classifications: 
That covered by a contract for par- 
tial service, and that covered by a 
contract for complete services In 
either case, the wholesaler will bene- 
both tend 
predictable 


to establish a 
demand for 
fluorescent lighting equipment. 


fit, since 
steady, 


The partial service arrangement 
generally stipulates that the contrac- 
tor will maintain the customer’s 
lighting equipment in good operat- 
ing condition when the customer 
gives prompt notification of the 
need of The contractor 
does not agree to schedule regular 
calls nor does he agree to clean fix- 
tures. 


sery ice. 


Charges for this service are gen- 
erally basedon a unit price per lamp 
and the number of lamps in each 
installation. This is the only charge 
made, and present contracts indi- 
cate a unit price ranging between 
sixteen cents and twenty cents per 
lamp. Starters, lamps, ballasts and 
other operating parts of the fixture 
are supplied by the contractor with- 
out additional charge. 

Since the contractor averages ex- 
perience ‘with lamp life, starters, and 
the normal predictability of mainte- 
nance in establishing his charges, 
profitable operation under this sort 
of contract depends upon the aver- 
age experience with many fixtures. 

To limit unnecessary service calls 
and also his overall risk, the con- 
tractor frequently finds that it is 
good business to require that all fix- 
tures be put in good operating con- 


dition before his maintenance con- 
tract becomes effective. When lamps 
are in inaccessible locations or may 
not be replaced without delay, it has 
been found that cut-out type start- 
ers can reduce the maintenance cost 
of both starters and ballasts. 
While the partial maintenance type 
of contract does not call for sched- 
uled lamp replacement, electrical 
contractors frequently find that this 
is to their own advantage, particu- 
larly in view of the extension of 
lamp life in the last few years. 
The complete maintenance type 
of contract provides not only for 
regular maintenance service, but 
also regular cleaning of reflectors 
and diffusing mediums. In this sort 
of contract, the customer agrees to 
pay list prices for all replacement 
lamps and starters. In addition, he 
agrees to pay a stipulated amount 
for fixture cleaning. The charges 
for other service, including the re- 
placement of sockets and ballasts, is 
not covered by the contract, al- 
though it stipulates that this service 
shall be rendered by the contractor. 
Either form of contract is appre- 
ciated by the user of fluorescent 
lighting in much the same way that 
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he evaluates an insurance policy. He 
realizes that it is designed to give 
him the best possible lighting values 
at the lowest possible cost, year in 
and year out. 

In rendering the service, the elec- 
trical contractor can not only in- 
crease his volume of business and 
his profit, but he can also provide 
himself with regular contacts with 
satisfied customers who will look to 
him when they need electrical equip 
ment or service of many kinds. 

Since regular maintenance serv- 
ice tends not only to eliminate in- 
operative lighting fixtures, but also 
to stimulate an appreciation of good 
lighting as a commodity, the whole- 
saler is bound to find his normal 
business through contractors stead- 
ily increasing with respect to both 
volume and profit. He will also 
enjoy the benefits of other business 
which result indirectly from closer 
contractor-customer contacts. 

Fluorescent lighting maintenance 
programs therefore present a very 
attractive opportunity for all whole- 
salers who are interested in taking 
advantage of a new post-war oppor- 
tunity which can begin to boost their 
sales and their profits now. 
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From General Electric Company, Nela Park. 
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Where it’s HOT —or where corrosive vapors cut down the life 

span of ordinary insulation, Collyer Asbestos Wire eliminates annoy- 

ing failures of electrical circuits. This wire, covered by a seamless coat of 
asbestos felt, impregnated with a special insulating and moisture-resisting com- 
pound, withstands conditions too severe for other types of insulation. Collyer 


Asbestos Wire is available . . NOW. . in many constructions for countless uses. 


America’s war needs still demand most of 
our production of other Collyer Wire but 
C IR T ted AT _ the day draws nearer when Collyer’s 


“ gr complete line of high quality wiring 
HOT PLACE will again be available. 


For further information about Asbestos or 
other types of Collyer Wire, contact your 


local Collyer representative dor write us direct. 


S /4 = 
COLLYER INSULATED WIRE CO., 269ROOSEVELT AVE., PAWTUCKET, R. I. 
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What’s Ahead in the 
Radio Parts Industry 


Because he specializes in things the manufacturer cannot do 


By R. C. Sprague* 


for himself half as efficiently, the jobber’s part in the post- 


war days looms more important than ever before 





RANKLY, I begin my remarks 
in a very humble frame of mind. 
Design, development, and manu- 

facturing have been my field for so 
many years that I have come to this 
convention to learn rather than to 
teach or preach. I therefore feel 
highly honored to be asked to ad- 
dress so representative and impor- 
tant a gathering on a subject in 
which all of us have a deep interest, 
namely, “What Is Ahead in the 
Radio Parts Industry”—particularly 
as it applies to distribution. 

In the first place, I am impressed 
with what a broad field—what a 
huge market—what immense possi- 
bilities for future growth you rep- 
resent. 

One always hesitates to introduce 
statistical figures. They can be taken 
too seriously or can be misunder- 
stood. However, I would like to 
give you just a few facts which ap- 
pear so conclusive that no one but 
the world’s worst pessimist would 
deny that they indicate substantial 
business volume for some time to 
come, without including any wishful 
hoping for the early introduction of 
the many new electronic products 
that will come on the market during 
the post-war years. 

In 1922, there were only 60 thou- 
sand radio-equipped homes. The in- 
dustry, growing by leaps and 





* President, Sprague Electric Company. 
Excerpts of an address delivered before 
the Electronics Parts and Equipment In- 
dustry Conference, Chicago, Oct. 21, 
1944. 
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bounds, increased that meagre be- 
ginning to an estimated 30 million 
radio-equipped homes in 1943. The 
grand total of radio sets in the 
United States in 1943 has been esti- 
mated as approximately 60 million 
sets. 

From several reports which I have 
seen, the estimated number of these 
radio sets which are out of commis- 
sion at this time, range all the way 
from 4 million to 15 million. My 
personal opinion leads me to believe 
the latter figure to be more nearly 
correct—namely, 15 million sets out 
of commission, and with that num- 
ber increasing daily. 
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In 1941, 130 million tubes were 
manufactured, of which 31 million 
were sold as replacements. In the 
same year, $65 million worth of 
radio replacement parts and supplies, 
not including tubes, were sold at 
retail. 

Some estimates have placed post- 
war manufacture of civilian sets— 
1.e., after the end of the Japanese 
war and after all Government re- 
strictions have been lifted and re- 
conversion completed—at 16 to 17 
million sets per year for the first few 
years. This will naturally mean in- 
creased production for parts manu- 
facturers and a widely-expanded 
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market for replacement parts of all 
types as soon as repair men become 
available. 

Another authority estimates post- 
war production of tubes and replace- 
ment parts as follows: 

In the year 194X—200 million 
tubes for new sets and for replace- 
ment. 

In the year, 194X—$100 
million worth of replacement parts, 
not including tubes. (194X is de- 
fined as the first FULL production 
year following complete victory over 
Germany and Japan.) 

Back of this latent demand is the 
prospect of new developments too 
numerous to list. If only a small 
fraction are ever realized, we are 
assured that our radio-electronic in- 
dustry will be kept young, alert, and 
continually looking ahead to new and 
greater fields. The saturation point 
is not yet in sight. We are only at 
a new beginning of greater public 
usefulness and_ resulting 
business ! 

There should be, however, a word 
of caution lest the public become 
mesmerized by a beautiful electronic 
mirage on the post-war horizon. A 
sadly disillusioned public would be a 
tough sales obstacle to overcome. 
[ am glad that our industry has been 
foresighted enough to anticipate 
such an unwarranted build-up and 
is even now advertising to off-set it. 

As a nation, we are sometimes in- 
clined to be over-optimistic. We are 
inclined to think the things we hope 
for, rather than be ruled by facts. 
This is not said to disparage post- 
war developments, even though they 
may not materialize half as fast as 
many people fondly think. My point 
is, that we in the radio parts indus- 
try do not have to look to any nebu- 
lous state of things to foresee a sub- 
stantial post-war business. And we 
should always remember that our 
pre-war business wasn’t too bad! 

In his address, at the convention 
of the Radio Manufacturers’ Asso- 
ciation on June 7, in this same hotel, 
Major-General Wm, Harrison, Chief 
of Procurement and Distribution 
Service, U. S. Army Signal Corps, 
said : 

“Ever since I got into this elec- 
tronics job, I have been able to go 
about it with confidence. I know the 
people of radio are working and will 
work to bring Victory sooner. They 


same 


greater 
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need no reminder that the job is still 
incomplete until the day of Victory. 
Now that the best in America are 
facing the greatest challenge the sol- 
diers of any land ever tackled—you 
of the Radio—can face this—with 
knowledge that the forces in combat 
lack no essential Signal equipment— 
and that your job has been well 
done.” 

As General Harrison has said— 
the radio industry has done a grand 
job. Every American soldier who 
goes ashore knows that he and his 
outfit are supplied with the world’s 
best signal equipment—enough of it 
and on time! And into this equip- 
ment, go the parts and components 
designed, engineered and manufac- 
tured by the radio parts industry. 

Right here and now, I would like 
to pay tribute to the jobbers of our 
industry—to recognize all that you 
men and your organizations have 
done in the course of the war. That 
45 and 50 million of the nation’s 60 
million radio sets have been kept go- 
ing can be chalked up to your ever- 
lasting credit. Equally important is 
the cooperative service rendered by 
you jobbers in constantly advising 
manufacturers of your needs, and 
in keeping on hand _ inventories 
from which to supply manufactur- 
ers and government laboratories 
with urgently-needed equipment 
and parts. 

As I have said, I am really at this 
conference to learn. But what I now 
wish to say comes from one tremen- 
dously interested in aiding and pro- 
moting, just as far as possible, help- 
ful and cooperative relations be- 
tween jobbers and parts manufac- 
turers—all for the mutual good and 
prosperous growth of the entire 
parts industry. 

As chairman of the Parts Division 
of the Radio Manufacturers’ Asso- 
ciation, | am happy to call your 
attention to a recently-formed com- 
mittee and to urge your support of 
it. I refer to the Radio Parts Indus- 
try Coordinating Committee—which 
held its first meeting on October 17. 
Its purpose is to help solve common 
problems of manufacturers and dis- 
tributors of radio parts. The mem- 
bership of this committee consists— 
as you perhaps already know—of 
three members from the Parts Divi- 
sion of the Radio Manufacturers’ 
Association; of two members from 


the Association of Electronic Parts 
and Equipment Manufacturers (for- 
merly the Sales Managers Club, 
Western Division) ; of two members 
from the Sales Managers Club, 
Eastern Division; and of six mem- 
bers from the National Electronic 
Distributors Association. These four 
sponsoring organizations represent 
in the aggregate, 189 radio parts 
manufacturers, and 325 radio parts 
jobbers. 

[ have no economic radar with 
which to penetrate the future and 
tell you exactly what is ahead for 
all of us in the radio parts industry. 
But I feel sure that we can make of 
it what we will, and, therefore, it 
seems to me that this Radio Parts 
Industry Coordinating Committee 
has great future possibilities. It is 
the first time there has been an op- 
portunity for parts manufacturers 
and jobbers who are members of the 
four organizations sponsoring this 
conference, to sit down around the 
table together and work out their 
common problems. 

To the sales representatives of 
parts manufacturers, I wish to ex- 
tend a large measure of appreciation 
for their contact and service work 
under extremely difficult war condi- 
tions. In the post-war period, they 
should share in the activity, growth 
and prosperity which is at present 
forecast for the radio field in par- 
ticular, and electronics in general. 

Turning now to the parts jobber 
in the post-war picture, I for one, 
am fully convinced that his position 
will be more secure than ever before. 
I have never been impressed by oc- 
casional croakings to the effect that 
the jobber was doomed. If the mod- 
ern parts jobber simply operated on 
the basis of being a glorified ware- 
house and/or order-taker, then, 
these claims might be true. Such, 
however, is not the case. The advent 
of war proved this beyond any 
doubt. 

Had warehousing been the job- 
ber’s only function, he would then 
have been out of business in a hurry, 
because there was little or nothing 
to warehouse. As things turned out, 
however, he stepped into the gap, 
and contributed to the war effort in 
many ways. 


Essential war equipment was pro- 
duced faster and delivered where it 
was needed quicker, by virtue of 
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efficient parts procurement, not only 
from parts manufacturers direct, 
but also from the many parts job- 
bers who were able to make prompt 
delivery of urgently needed items to 
equipment manufacturers and re- 
search and development laboratories. 
Because of the “know 
how,” many components were used 


jobber’s 


to better advantage and necessary 
substitutions were often made more 
intelligently. 

When we look to the advent of 
peace and post-war days, the job- 
bers’ part looms more important 
than ever before. I know of no set- 
up whereby his functions can be ful- 
filled more efficiently than by the 
already established jobbers, many of 
whom have been in business since 
radio was in knee pants. 

Changes will creep in after the 
war. New merchandise to be sold 
require new methods of selling. 
there is no reason why these 

items handled 
channels of dis- 
tribution. The jobber should ride in 
on the crest of a new wave of prog- 


may 
But 
new cannot be 


through present 


ress, simply because he specializes 
on things the parts manufacturer 
cannot do for himself half as eff- 
ciently. 


Customers help themselves at radio distributor Fine- 
burgs’ super market, located in Trenton, New Jersey. 
Jack Weeast, second from left, who is in charge of 
department, answers the dealer’s questions, writes the 


Returning again to the parts man- 
ufacturer—during the war, he had 
to cope with a rapidly and enor- 
mously expanding  production— 
with new product design, engi- 
neering and manufacture—with the 
complications of priorities, prece- 
dence ratings and the maze of other 
details imposed by necessary war- 
time controls—with the crucial 
shortages of critical materials and 
the necessity of many 
substitute materials—and 
in spite of all, to produce products 
to meet stringent government speci- 
fications in previously undreamed of 
quantities. 

As I see the immediate future, 
the situation could become tempor- 
arily chaotic shortly after the Ger- 
man war ends. The radio parts 
manufacturer will have to maintain 
production on war orders to help 
win the war against Japan—while 
at the same time supplying parts to 
manufacturers of new civilian radio 
sets and parts to jobbers for urg- 
ently needed repair of the millions 
of radio out of commission. 
We shall still have another war to 
win and it will still be necessary 
for parts manufacturers to give 
first call to war orders, regardless 


using in 
cases, 


sets 


sists during a jam. 
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of whether the Government has 
partly or completely lifted the ban 
on civilian production. 

There is likely to be a definite 
unbalance in that manufac- 
turers will have deeper cut-backs 
and cancellations than others who 
will therefore be in a more for- 
tunate position initially to take care 
of civilian requirements. Some bot- 
tle-necks will probably develop. 
And during this period there will 
be a great need for tolerance, co- 
operation and understanding all 
around in our industry—from the 
set manufacturer, the parts manu- 
facturer, the sales representative, 
the jobber and the retailer—right 
down to the radio repair man with 
his friendly service in 30 million 
American homes. 

In conclusion let me say again 
that I think the radio parts industry 
has a wonderful future but with 
some problems ahead particularly 
during the reconversion period—but 
I believe they are positive problems, 
not negative ones. And they are the 
kind of problems on which this in- 
dustry cut its teeth and grew strong 

able to contribute so much to 
the present conduct of the war to 
eventual victory. 


some 





bill of sale, and packs the merchandise while Leon 
Flesher, right, keeps an eye on the situation and as- 


Photo by L. Anderson—"“Elec- 


trical Merchandising.” 





FROM ONE 
SMALL TOWN 
TO THE EARTH’S 
FAR CORNERS 





Oz to the Far East, to ports on the seven 


seas identified only in code on the pack- 


ing cases, goes war material so vital that it is 
needed on every beachhead and before the 
beachhead is created—poured out of one ship- 
ping room in just ove factory in just ove small 
Connecticut town! 

Incredible? Not when Yankee ingenuity is 


taken into consideration——the same Yankee 





ANKOSEAL multi-conductor 


insulated cables are among the 


ingenuity that stems from many lifetimes of 
meeting difficult situations. 

That’s the case here at Ansonia—typical of 
our approach to the problems which any form 
of electrical cables can solve. However difficult 
the requirements of peace may be, we feel 
that we can be of assistance in meeting them 
in new ways, as we have met the changing 


problems of war and peace before. 


THE ANSONIA ELECTRICAL COMPANY 


Specializing in “Ankoseal” a Thermoplastic Insulation <4 


ANSONIA © CONNECTICUT 





most promising of Ansonia 
war-proven developments. If 
you have, or expect to have, 
a use for electrical cables— 


CHECK ANKOSEAL! 











NOMA 


A Wholly-Owned Subsidiary of 


ELECTRIC CORPORATION 
GENERAL OFFICES e NEW YORK, N. Y. 
—In peacetime makers of the famous Noma Lights—the greatest name in decorative 


lighting. Now, manufacturers of fixed mica dielectric capacitors and other radio, radar 
and electronic equipment. 





wrens 
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Nell More Npray Booth Lighting 
By Showing How To Make It SAFE 


Many industrial plants using a 
spraying process for applying in- 
flammable finishes can improve 
the see-ability of the workers by 
adapting to their own particular 
needs the lighting scheme de- 
signed by Douglas Aircraft Co.’s 


engineers for plane finishing 





IGHTING of paint spray booths 
| hinges largely upon the fire haz- 
ard connected with the highly inflam- 
mable nature of the spray. “How 
they do it” in the aircraft industry, 
as exemplified by the practice of the 


‘ - 
: 


Siig | — 
Douglas Aircraft Co., Inc., at its 
Long Beach, California, plant is 
shown in these illustrations. The 4 
method used must comply with Fire "ibe: 
Underwriters standards, a particular 


specification of the rules being that 
no portable lamps be used and no Aircraft spray booths, lighted through windows, are 75 feet 
lights or fixtures be mounted within long, 25 feet wide, and 35 feet high (inside dimensions). 


the booth. 

At the Long Beach plant there are 
a number of booths, used in paint- 
ing the B-17s. These booths, de- 
signed and built by the DeVilbiss 
Company, are 75 feet long, 25 feet 
wide and 35 feet high, inside dimen- 
sions. Air is drawn into the booth 
by fan, through a filter, and dis- 
charged through a water curtain, so 
that none of the inflammable mate- 
rial can escape to the outside atmos- 
phere. 

Lighting of the booths is through 
wire glass, clear lenses or windows 
in the ceiling. Over each lens is sus- 
pended a 500-watt, vapor-proof, 
clear lamp in an RLM fixture, the 
edge of which is six inches above 
the lens. The total number of lamps 
is 60° per booth, a total of 30,000 
watts, giving an illumination of 20 
foot candles at work level 
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The 
Rittenhouse 


Consumer Survey 


IN THREE 
DIMENSIONS 








OR the first time in the history of door 

chimes merchandising, Rittenhouse has 
removed the guess-work and generalities from 
the consumer-buying picture. 

The Rittenhouse Consumer Survey now 
nearing completion is the first conclusive 
survey, national in scope, to cover all eco- 
nomic and buying factors bearing upon the 


sale of electric door chimes. 











NATIONAL IN SCOPE 


97 skilled marketing investigators personally in- 
terviewed a cross section of householders in 36 
states (including 129 key trading areas and their 
adjoining communities), representing every geo- 
graphical division of the country. 








DIMENSIONS OF SURVEY 


Some idea of the dimensions of the survey may 
be gotten from the following group factors cov- 
ered in the investigation: 

* Large, medium and small size cities. 


* Those income groups forming the largest 
segment of the national chimes market. 


* Individuals living in houses and apartments. 
% Householders who did and did not own chimes. 
% Owners and renters of houses. 


* All age groups. 





INFORMATION IS BASIC 


The type of information assembled and the tech- 
nique employed to obtain it was in keeping with 
the most modern practices of present day mar- 
keting research methods. The information thus 
derived is of basic, practical character and has 
been proven the direct efficient low-cost way to 
the successful promotion of a specialty product. 


The findings of the three-phase survey, which began 
in May, will be published in the form of a bound 
integrated report, available to all wholesalers and 
dealers about January 1945. 


VISIT OUR EXHIBIT - CHICAGO HOUSEWARES SHOW 
PALMER HOUSE, ROOM 971 + JANUARY 7th TO 12th 


hittenhouse 


DP GF, /. 
Somorrows CME? anes Chimes 


The A. E. Rittenhouse Company, Inc., Honeoye Falls, N.Y. 
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ase Your Post-War Nelling Plans 
n Knowledge of Buying Potentials 


By Sumner H. Slichter, chairman 


Research Advisory Board of the Committee for Economic Development. 
Lamont Professor of Economics, Harvard University* 





two years after the 


ITHIN 
end of fighting, federal ex- 


penditures will drop from about 
$90,000,000,000 to $25,000,000,000 
a year. This will represent the great- 
est and swiftest disappearance of 
markets in all history. Within a 
year after the fighting, eight or 
nine million men will leave the 
Armed Service, two million will 
leave the civilian government jobs, 
and five million will be laid off by 
plants making combat munitions. Of 
thirteen million additional men mak- 
ing war goods, perhaps half will be 
laid off. 

Some of these soldiers, sailors, 
and workers will leave the labor 
market altogether, but nearly twenty 
million of them will be looking for 
jobs—not necessarily, all at once, 
but within a year after the firing 
ceases. Is there any chance that this 
large and sudden collapse in de- 
mand will fail to plunge the country 
into a depression worse than that of 
1933? 

Let us look at the other side of 
the picture. We shall be living in 
a world of superlatives—a world 
of record-breaking “highs” and 
“lows”. When the war ends, the 
accumulated needs of American 
consumers and American business 
enterprises will also be at all-time 
highs. 

Back in 1941, with six million 
people unemployed, Americans were 
driving 29 million automobiles, but 
by the end of 1944 the number of 
automobiles will be down to 23 mil- 





*Excerpts from an address delivered be- 
fore New York City Committee for Eco- 
nomic Development, October 10, 1944. 


lion or less. If, by any chance, em- 
ployment after the war is higher 
than in 1940, Americans will wish 
to drive considerably more than 29 
million automobiles—probably 33 
million or 34 million. 

There are over six hundred arti- 
cles of iron and steel that have not 
been made for civilian 


use since 


early in 1942. Most durable house- 
hold goods, for example, have not 
been made since 1942. It is reason- 
able to estimate that, by the end of 


the war (say, in 1945 or in 1946) 
the accumulation of deferred de- 
mand will be equal to two years’ 
sales at the 1940 rate. This is a 
conservative estimate because in 
1940 an average of about 7 million 
persons were unemployed. This esti- 
mate indicates the following volumes 
of accumulated demand: 
Vacuum Cleaners. . .3.5 million 
Clocks 7.2 million 
Radio Receivers. . .23.0 million 
Refrigerators ......5.2 million 
Electric Irons..... 10.3 million 
Washing Machines. .3.1 million 
Waffle Irons....... 1.5 million 
1.8 million 
ee ae 3.7 million 
Toasters 4.5 million 
The annual increase in the num- 
ber of families in the United States 
is about 550,000. If every house 
lasted forever, we should need 
about 550,000 new dwelling units 
each year to provide for the in- 
crease in families. In 1942, the 
number of permanent dwelling 
units constructed was 358,000; in 
1943, it was still less; and in 1944 
it will be even less than in 1943. 
3y the end of 1944 there will be a 
deficiency of at least 750,000 in 
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the number of permanent dwelling 
units constructed Pearl 
Harbor. 


since 


The normal number of marriages 
in the United States is about 
1,400,000 a year. The number of 
marriages varies with business con- 
ditions, and one can judge the state 
of business simply by plotting year 
by year the number of marriages 
on a chart. In 1932, the number of 
marriages fell to 982,000. In 1940, 
it was 1,565,000, or 165,000 above 
normal; in 1941 it was 1,616,000 or 
216,000 above normal; and in 1942, 
it was 1,800,000, and in 1943, 
1,750,000. At present there are 
about 1,200,000 more married cou- 
ples in the United States than there 
would have been had the war not 
occurred. In 1944, the number of 
marriages may sink down to normal 
or even below normal, and it may 
be below normal in 1945. If the 
war ends by 1946, the number 
of families will be 800,000 to 
1,000,000 greater than it would 
have been had the war not occurred. 

A high proportion of the 7,000,000 
couples who have been married dur- 
ing the last four years have not 
set up housekeeping and have pur- 
chased little furniture, rugs, and 
household equipment. The greatest 
marriage year in human history 
was 1920. In all countries of Europe 
and in the United States, the num- 
ber of marriages reached a new 
high. This was true regardless of 
whether the country was in the 
war or not, regardless of whether 
it was on the winning or losing side, 
regardless of whether or not it was 
experiencing extreme _ inflation. 
About a year after the service men 





«These Two Outstanding SPERO 
Fluorescent Luminaires 


will answer 90% of ae a 


your requirements 


You can simplify your selection of fluorescent units and, at the 
same time, save time and money by concentrating on these two 
outstanding lines — the SPERO IU line for industrial and the 
SPBRO LVR fer commercial installation. Both lines incor- 
porate the new and modern design features which improve 
efficiency and minimize maintenance. Both are available with 
SPERO INSTA-LITE — providing instantaneous illumination 2 

by means of a power unit which combines functions of ballast % SPERO IU — INDUSTRIAL 

and starter — thus eliminating all starter trouble. oh Featuring one-piece metal reflector. Available in the 
following: With conventional ballast—SPERO 1|U-248 
. for two 40W tubes, 1U-348 for three 40W tubes, and 
cporor lee : £ In-l . ry 1U-260 for two 100W tubes; with INSTA-LITE—SPERO 
SPERO IU Line of Industrial H | 10-248 for two 40 watt tubes, and IU-260 for two 
Fluorescent Fixtures : — 


The practical industrial luminaire — engineered for high effi- ee SPERO LVR — COMMERCIAL 


Tubes shielded by evenly-spaced egg crate louvres. 


tor — quickly removable for cleaning. All wiring, auxiliaries alee ee te, ae ce, ae ee ” 


and starters are mounted in raceway above reflector. For chain 
suspension or rigid mounting — singly or in continuous rows. 
For two or three 40W tubes or two 60W tubes. Available with 
SPERO INSTA-LITE. 





ciency, long life and easy maintenance. One-piece steel reflec- 





SPERO LVR Line for Commercial 
installations 


Nationally accepted as the “masterpiece” of fluorescent engi- 
neering — combining modern design, high intensity, minimum 
glare and low maintenance costs. The four 40W tubes are 
shielded by evenly-spaced egg-crate louvres, minimizing glare. 
Louvres are hinged at sides for easy maintenance. Plastic side 
panels shield end tubes. Made for stem or flush mounting — 
single or multiple. Available with SPERO INSTA-LITE. 


Look to spero for all Your Present 
and Post-war Electrical Fixture and 


Installation Needs 
THE ELECTRICAL ov — to a time ——— around. Spero offers com- 
plete lines of reflectors, floodlights, vapor proof units, sur- 
WHOLESALER face cabinets and pull boxes and installation equipment — 
in addition to commercial, industrial and residential fluores- 
In spite of shortages and cent fixtures——from one reliable source. These products 


PLANT STANDS BEHIND 


restrictions, Spero has con- . n 
tinued to make and supply are available NOW, from stock or current production. 


customers its regular line Write for complete information. 
as far as possible. Spero products are 
sold only through legitimate electrical 
wholesalers. & & 


THE SPERO ELECTRIC CORPORATION 
eames F554) = ta a CLEVELAND, OHIO 


WHOLESALER’S SALESMAN — December 1944 








are demobilized, marriages in the 
United States will reach another 
peak. It seems certain that the 
accumulated need for household 
goods, after the war, will reach new 
highs. 

Great and pressing needs for 
goods do not necessarily mean de- 
mand. That requires purchasing 
power. During the last three years 
individuals have beg compelled, 
by the sheer scarcity of consumer 
goods, to save over $75,000,000,000. 
But even though prices have risen, 
individual incomes have been so 
large that they exceeded, at current 
prices, the supply of consumer goods 
by $75,000,000,000. During the last 
three years individuals have saved 
as much as they would have saved 
in ten years at the 1940 rate. Before 
the end of the war the increase in 
the savings of the individuals will 
be equal to fifteen years’ saving 
at the 1940 rate. At present the 
liquid assets of individuals (that is 
their holdings of cash, demand de- 
posits, time deposits, and war sav- 
ings bonds) are twice their holdings 
than at the end of 1940. 


Business enterprises have also 


greatly increased their liquid as- 
sets. Although the tax liabilities of 
corporations increased nearly $15 
billion between 1939 and 1943, their 
holdings of cash, bank deposits, and 


government securities increased 
by $25.5 billion and their net work- 
ing capital by $17.0 billion. 

No one really knows whether 
business immediately after the war 
is going to be good or bad. The 
greatest and quickest disappearance 
of markets in all history is going 
to hit a community which has a far 
greater accumulation of needs and 
a far larger accumulation of pur- 
chasing power than have ever before 
existed. Perhaps men will refuse to 
use their record-breaking holdings 
of purchasing power to satisfy their 
huge accumulated needs. Never be- 
fore, however, have people who are 
well supplied with purchasing power 
been unwilling to use it to feed and 
clothe themselves and to provide 
themselves shelter, education, travel, 
and amusement. If a great and pro- 
longed depression follows the war 
in the United States, it will be be- 
cause people who have more money 
and liquid assets than they have 
ever owned are unwilling to use it 


to satisfy their needs. 

Let us suppose that 57,000,000 
people are working after the war, 
amd that they are working about 
7.5 per cent fewer hours per week 
than they are working today. This 
would be a short enough working 
week to eliminate most of the over- 
time payments. Many people would 
be working in occupations where 
the product of an hour’s work has 
a smaller value than the product 
of an hour’s work in war industry 
today. At 1943 prices and at present 
efficiency, the output of 57,000,000 
people would be about $156,000,- 
000,000 a year. The national, state 
and local governments will take 
about $31,000,000,000 of this prod- 
uct, leaving $125,000,000,000 avail- 
able for private consumption. 

The income of 57,000,000 persons 
working 7.5 percent fewer hours per 
week than in 1943 would be about 
$130,000,000,000. After the pay- 
ment of personal taxes, they would 
have about $118,000,000,000 to 
spend on goods, or to save. 

How much of this would they 
spend on goods? Let us begin by 
asking about non-durable goods. 
How much more would you have 
spent on beefsteaks, milk, butter, 
cheese, gasoline, tires, in 1943 if 
these goods had been available? 
How much more would you have 
spent on railroad travel and on 
hotel accommodations if you had 
had time to take vacations or if 
accommodations had been available? 
How much more would you have 
spent on painting your house, or 
getting your house or its contents 
repaired, if labor had been avail- 
able? As a conservative estimate, I 
have assumed that the demand for 
non-durable goods in 1943 would 
have been 10 percent more than it 
actually was. Adjusting this rate of 
spending to a disposable income of 
$118,000,000,000 indicates a post- 
war demand for non-durable goods 
just short of $90,000,000,000— 
$89.8 billion. 

The demand for durable goods 
may be put at 12 percent of dis- 
posable income. This is the fraction 
of disposable income which con- 
sumers spend for durable goods in 
fairly prosperous years. This would 
make a demand for durable goods 
at $14.2 billion—just double the 
dollar demand of 1940 and perhaps 
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40 percent above the physical de- 
mand of 1940. This takes no account 
of the “catching up” demand for 
durable goods. In physical terms, 
this may be placed at double the 
demand for 1940. In terms of 1943 
prices, the “catching up” demand 
would be about $17.8 million. If 
the “catching up” demand for dur- 
able goods were spread over four 
years, it would average $4.4 billion 
a year. All of this indicates a total 
postwar demand for consumer 
goods, at 1943 prices, of roughly 
$106.4 billion. For the first time in 
the history of the country the de- 
mand for consumer goods will 
exceed $100,000,000,000 a year. If 
consumers buy $106.4 billion of 
goods and if government expendi- 
tures leave $125 billion for private 
use, there will remain about $18.6 
billion of goods to meet the de- 
mands of business. 

What are likely to be the demands 
of business? The replacement of 
equipment will be large. It is likely 
to run 114 times corporate depreci- 
ation allowances, or about $12,000,- 
000,000. Industrial construction for, 
a while may be expected to be 
small, because business enterprises 
will await the clarification of eco- 
nomic trends before making long- 
term plans. In physical volume, in- 
dustrial construction for a while 
may be no higher than in 1939. At 
1943 prices it would be about 
$4,000,000,000 a year. The restora- 
tion of inventories will take about 
$3,000,000,000 a year for three 
years. The demand for housing may 
be held down for a year or two 
because people will await clarifica- 
tion of economic conditions before 
starting to build. 


At any rate, let us hope that it 
is slow to rise. If it is no greater 
in physical volume than the low 
level of 1939, it will be abeut $2.6 
billion in 1943 prices. Temporarily, 
at least, a considerable export sur- 
plus may be expected over and 
above contributions made by our 
government to other countries which 
are included in the purchase of 
goods by the government. If we 
succeed in keeping the export sur- 
plus down to a smaller physical 
volume than after the first world 
war, it may be no more than $3,000,- 
000,000 a year. All of this comes 
to a business and residential build- 
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ing demand of about $22.5 billion 
a year. In other words, with 57,000,- 
000 people working about 7.5 per- 
cent fewer hours per week at 
present efficiency, the output of 
goods would fall short by a small 
margin of meeting the probable de- 
mand. With a moderate improve- 
ment in efficiency, however, the de 
mand would be met. 

The conclusion is that the post- 
war demand for goods is likely for 
a year or more to test the productive 
capacity of American industry, but 
that business enterprises, with mod- 
erate improvements in efficiency, 
should be able to prevent a 
orderly rise in prices from being 


dis- 


started by an excess of demand 
This does not mean that a disorderly 
rise in prices might not start from 
the side of costs—by failure of 
management to keep costs properly 
under control. Attention should be 
called to the fact that my assump- 
tions concerning the demand for 
residential construction and indus- 
trial construction are low—too low, 
undoubtedly, to suit many persons 
and far too low to last. 

After the war the country will 
not go through simply one transition 
—the transition from war to peace. 
On the contrary, it will go through 
a succession of transitions. Indeed, 
the first decade after the war will 
be punctuated by transitions. Sup- 
pose, for example, that with 57,000,- 
000 people at work we wished to 
own and drive 34,000,000 automo- 
biles. This would require an in- 
crease of 11,000,000 or more in the 
number of cars which we are likely 
to have on hand when fighting 
ceases. Suppose that in about four 
years after the war we bring up 
the number of automobiles to the 
number demanded, so that output 
need meet only replacements and 
the normal increase in demand. At 
that time the country is likely to 
face an “air pocket” in the demand 
for automobiles, unless the industry 
makes such radical improvements 
in cars that the replacement rate 
takes a sharp jump. Similar “air 
pockets” in the demand for many 


other durable consumer goods may 
occur two or three years after the 
end of fighting. The surplus of ex- 
ports over imports will probably 
prove temporary—indeed, it must 
prove temporary unless we are to 
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Sumner H. Slichter 
play Santa Claus to the rest of the 
world. 

It seems plain that the first de- 
cade after the war will be a period 
of major shifts in demand—a period 
in which economic stability will de- 
pend upon our success in offsetting 
decreases in demand for some pro- 
ducts with increases in demand for 
other products. Stability will re- 
quire that business policies and 
national economic policies reflect 
much common sense, foresight, and 
self-control. Stability will require 
that the economy be equipped with 
powerful stabilizing devices to pre- 
vent disorderly rises in prices and 
speculative buying on the one hand 
and, on the other hand, to prevent 
“air pockets” in demand from pro- 
ducing cumulative increases in un- 
employment. 

As the accumulated demand for 
durable consumer goods, goods for 
inventories, and industrial equip- 
ment subsides, we must depend for 
stability upon a rise in demand for 
industrial construction and residen- 
tial building. Given sensible tax 
policies, the potential demand here 
is likely to be very large. An invest- 
ment of about $2.00 in factories, 
mines, railroads, public utilities, 
stores, office buildings, and inven- 
tories seems to be required for every 
dollar of goods produced for con- 
sumers per year. If annual con- 
sumer demand rises in terms of 1943 
dollars by about $35,000,000,000, 
we shall need to increase our in- 
dustrial plant, equipment, and in- 
ventories, in the first five or ten 


years after the war by possibly 
$70,000,000,000. 

Certainly with 57,000,000 people 
working and spending their incomes, 
most large cities will need some 
new People are not going 
to line up, as they do now, for 
rooms, and eventually sleep in 
sample rooms. Chicago would need 
at least one large and up-to-date 
new hotel. And people will not line 
up in restaurants as they now must 
do. Hundreds of good restaurants 
will be needed, much railroad equip- 
ment, thousands of taxicabs. 

The demand for housing should 
also be large. Most of this demand 
comes from families receiving 
$2,000 a year or more. In 1925, our 
best housing year, families receiving 
$2,000 a year or more spent slightly 
more than 12 cents out of each 
dollar of income on new housing. 
With disposable incomes of $118,- 
000,000,000, families receiving 
$2,000 a year or more would have 
total incomes of $80,000,000,000 or 
more. If these families spent 12 
cents out of every dollar after taxes 
for housing, as they did in the 
middle of the twenties, the annual 
demand for housing should run 
nearly $10,000,000,000 a year. 

These are simply some of the 
potentialities outlined in broad 
strokes. They indicate that high 
level employment is easily within 
the range of practical achievement. 
They indicate also that shifts in 
demand may be large and even 
sudden, and that stability in total 
demand, production, and employ- 
ment will be achieved only by wise 
planning. If industry, labor, and 
the government do a good job, 
however, income payments to indi- 
viduals should rise (on 1943 prices) 
from $130,000,000,000 shortly after 
the war to $150,000,000,000 by 
1950, to $182,000,000,000 by 1960, 
and to $217,000,000,000 or more by 
1970. These figures assume an in- 
crease of only 15 percent per capita 
per decade—a much smaller increase 
per capita than during the twenties 
or during previous decades. Let us 
keep clearly before us these great 
potentialities of our economy. 
Awareness of them will help us 
keep our sights high; it will stimu- 
late our confidence in our power to 
achieve; it will help us retain and 
develop the spirit of pioneering. 


hotels. 
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Are you 
prepared to sell 


Seyler Products 


to these 


Profitable Markets? 


@ New R.E.A. Projects 

@ Rural Line Maintenance 

@ Power Company Construction 
@ Telephone Line Modernization 
@ Railroad Signal Systems 

@ Industrial Inter-Plant Lines 

@ Government Properties 





























is doing 


TWO BIG JOBS 


]. Meeting the demands of 
our Armed Forces 
2. Filling the needs of its 


Wholesaler Friends 
FOR THE SEYLER LINE OF 


POLE LINE HARDWARE 
AND 
Construction Specialties 


Yes, we know that's a big assignment—serving 
two important groups during these strenuous 
days. But we've been doing it—and we're fast 
becoming better able to give our Electrical 
wholesaler friends even more help. Our Field 
Sales Staff welcomes opportunities to work with 
the wholesaler and his salesmen to help find more 
and more profitable Seyler orders for him. 


Backing this up! 


The big, easy to use Seyler catalog No. 43 lists a wide 
range of pole line hardware and construction specialties 
and contains other useful information. The listings are 
cross indexed by stock number and material to make it 
easy to find the part you need. 


WRITE FOR CATALOG NO. 43 TODAY 


it is needed by your salesmen. Seyler's representative 
will be glad to show them how to use it profitably. 


SEYLER 


MANUFACTURING COMPANY 
Box 7827, Sharpsburg, P. O. 


PITTSBURGH, PA. 
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The Wakefield BEACON 
is built to standards you’d 
from Wakefield; 
offers top efficiency, along 


expect 


with lower cost. 


A Certified Fleur-O-Lier, the BEACON is 
designed to combine high quality fluorescent 
lighting with simple, modern appearance. It’s 
a “honey” for essential office or drafting room. 
Postwar, it can be a decided help for stores 
and other commercial interiors. 


Maintenance is especially easy. There are no 


horizontal surfaces on which dust can collect. 





LET THIS UNIT HELP YOU MODERNIZE 
OFFICE OR DRAFTING ROOM 


New rigid louvers are hinged to make lamp 


replacement easy. Has twist-type sockets 


mounted with slot up, so lamps cannot fall out. 
Etched, ribbed glass on the side panels gives 
smooth, diffused light. All-steel construction, 
finished in infrared bake, cream enamel, with 
Pierced 
metal end caps are backed up with translucent 


white enamel reflecting surfaces. 
plastic. And you can supply this 4-lamp fluo- 
rescent unit in stem suspension as pictured, or 


with close-up mounting for low-ceiling areas. 


Help your customers handle paperwork faster, 
. with the BEACON. Get the 


details now from your Graybar house or write us. 


reduce eye-strain.. 


Clekefild 


W. WAKEFIELD BRASS COMPANY e VERMILION, OHIO 
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The CAMERA CLICKS 


at a Pennsylvania Wholesaling House 





A.J. Musser is president, treasurer and general man- Keeping purchasers of lamps, fuses, plugs, cord sets, etc., 
ager of Dauphin Electrical Supplies Co., Harrisburg, away from the main order desk is easy at Dauphin Electric 
Pa., in the industrial region of Pennsylvania. After Supply Company. In one corner of the front showroom, this 
setting an excellent war-time record of service, he has counter has been set up to handle these small orders. Recep- 
his eye on post-war wholesaling. tionist, "phone girl, Faye Evans, doubles as sales girl. 


Purchasing agent? E. C. Marshall, who 
holds that title at Dauphin Electric Sup- 
ply Company, says that, with the supplies 
situation what it is today, he would be 
better entitled the Would-Like-To-Pur- 
chase Agent. (Left.) 


A lot of tape must have rolled through 
this adding machine in the last three 
years while this wholesaling concern sup- 
plied many of the large war projects in 
that area. Carl W: Geiger, office man- 
ager, is studying the machine. (Right.) 


Taking a load off the feet of customers are these stools at Consultation by two members of the office staff, Mrs. Ben- 
the Dauphin order desk. The company found that cus- nett, left, and Alice Rudy. Like other women office workers, 
tomers expect to sit down while ordering, don’t mind work- these girls are helping wholesalers in these days of extra 
ing out details of lengthy orders when comfortable. problems and less personnel. 
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"a (a Y VAT a Where You Want It- 


eae ta ae Seca iy ines When You Want It— 


Battery, 6V. 26 amp. hour capacity. 
Shown with Big Beam Charger. 


PORTABLE Other Dry Cell Models 
ELECTRIC 


HAND 
LAMP 


A 2500 FT. BEAM OR A BRIGHT DIFFUSED LIGHT a neg pally i 


lamp, giving double lamp use. Pow- 
ered by 4 No. 6 Dry Cell Batteries 


This is, in brief, the story of sturdy, efficient, long-lived Big Beam. 
But the full story is a long one. For Big Beam is at work on thou- 
sands of jobs now— in industry—construction— maintenance—trans- 
portation——on farms— boats— warehouses — mines— railroads 

wherever work is done its uses are unlimited. a in ET a 

Big Beam is helping to win the war on all fronts, military and Cell Botteries 
industrial—but the time will come when Big Beam will again be 
available for play sports, hunting, fishing, camping and all civil- 
ian uses. 

This is why Big Beam is a valuable item for you to add to your 
line and push—an item of exceptionally varied uses—sold at No. 1000—Powered by 9 v. Dry Cell 
attractive prices—an item that can be counted on to help swell your Battery 
sales and your profits. Get started with Big Beam NOW! Storage 
battery or dry cell models. Write for catalog and particulars. 





No. 700D—Dual Head. Powered by 
4 No. 6 Dry Cell Batteries 
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CLOTHES DRYER 





Automatic clothes dryer will be available 
in both electric and gas models. It is 
claimed to hold a maximum load of 9 
pounds of dry clothes and up to [8 
pounds of wet clothes. Dryer is of steel 
construction with white enamel finish. 
Hamilton Manufacturing Co., Two Rivers, 
Wis. 


Wh iti 
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FLUORESCENT FIXTURE 


Industrial and utility fluorescent lighting 
fixture may be used with 2-40, 3-40 and 
2-100 watt fluorescent lamps. Reflector is 
available with either porcelain enamel or 
synthetic enamel surface. Unit may be 
had with hot-cathode or cold-cathode 
auxiliaries. Edwin F. Guth Co., St. Louis 
3, Mo. 
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CIRCUIT BREAKER 





Circuit breaker, No. 1560, is of switch 
type, non-trip free, performance specifi- 
cation AN-C-77. The range is 5 to 50 
amperes at 32 volts a.c. or d.c. This unit 
is enclosed in sturdy, moisture-proof, 
black-bakelite case. Littelfuse, Inc., Chi- 
cago 40, Ill. 
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FLOODLIGHT 





Heavy-duty, 200 or 500-watt steel flood- 
light, has a powerful light beam directed 
through the use of an internal silvered- 
glass reflector with fired enamel backing. 
One-piece welded casing is bullet-shaped. 
A welded steel collar at the bottom of 
the trunnion bracket rotates on a spindle 
attached to the base. General Electric 
Co., Schenectady, N. Y. 
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HERE IS 
A NEW PRODUCT 


you can’t sell 


But you can— 


BUY WAR BONDS 


and pay for some of this new type of 
BAZOOKA, known as “Rocket Launcher 
M-12". 

It weighs only 35 Ibs. when loaded, 
may be carried and fired by one man, 
and its 45-inch projectile packs so ter- 
rific a wallop, that it spells doom to 
enemy tanks and gun emplacements 
found in its path. 

The men of General Electric Com- 
pany, who helped to produce this new 
weapon formerly designed and built 
electrical home laundry appiiances. 

You will help them to get back sooner 
to the job of producing things that you 
want to sell if you 


BUY MORE BONDS 


when writing WHOLESALER’S SALESMAN 


mention 











ILLINOIS 


Completely Insulated 


ALL PORCELAIN 
WIRING SYSTEMS 











Save Critical Materials 





Save Installation Time 





Cut Maintenance 





% An ILLINOIS Porcelain System 
enables you to do an outstand- 
ing modern wiring job—you are 
afforded every advantage in 
making easier, safer, more con- 
venient, and efficient layouts— 
you can guarantee these porce- 
lain systems for longest service 
life, for safety, and for greatest 
all round satisfaction. Porcelain 
does not rust or corrode. It is a 


it conserves steel, zinc, copper, 
rubber. Grounding is unneces- 
sary when you use this system. 
Clamps are not required for por- 
celain boxes. When you sell 
your next wiring, sell an ALL 
Porcelain System. 








Bill Dap « 


ELECTRIC PORCELAIN 
COMPANY 


Macomb, Illinois 
ee 
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News Notes From 
N.E. W.A. 


By Alfred Byers, Secretary, National Electrical Wholesalers Association 











TRADE SURVEY COMPLETED 

The industry-wide appliance dis- 
tribution survey, inquiring into prac- 
tices concerning warranties, service, 
and repair parts, was concluded 
last month by the N.E.W.A. Appli- 
ance Division’s Committee on War- 
ranties, Service and Repair Parts, 
under the chairmanship of Peter 
Sampson, Sampson Electric Com- 
pany, Chicago, Illinois. 

Questionnaires were distributed 
to the Association’s membership 
and also to non-members through- 
out the country. Widespread inter- 
est in this undertaking has been evi- 
dent since it was first proposed by 
this committee. When tabulation of 
returns is completed, results will be 
published to the members and 
made available also for publication 
through the trade press. 

In explaining his committee’s ob- 
jective, Mr. Simpson declared that 
the questions comprising his com- 
mittee’s questionnaire were designed 
to reveal actual trade thinking on 
the several problems covered and 
about which there is, and has been, 
much conjecture within the trade 
as to predominant opinion. 


APPLIANCE COMMITTEE 
DISCUSSES FINANCING 

The Time Payment Financing 
Committee of the Appliance Divi- 
held its first meeting last 
month. Chairman A. S. Schiele, 
Artophone Corp., St. Louis, had a 
full attendance at a most interesting 
and informative meeting. The day 
was spent discussing various plans 
available for financing distributor 
and dealer sales of appliances. Rep- 
resentatives from the American 


sion 


Bankers Association and Architec- 
tural Forum presented several new 
ideas being formulated and adopted 
by financing interests of importance 
to small business. Term loans and 
suggested legislation seeking to in- 
clude major appliances in home 
mortgaging were two particularly 
important features presented and 
discussed. 

A report of the committee’s meet- 
ing will be distributed to the mem 
bership for their information. Mem 
bers, at the same time, will be re- 
quested to supply the committee 
with financing plans which they 
know about in order that these may 
be collected, tabulated and then dis- 
tributed to all members for their 
individual information and 
ance. 


assist- 


N.E.W.A. CATALOG COMMITTEE 


Another important meeting last 
month was that of the Association’s 
Catalog Committee, of which A. C. 
Prange, General Electric Supply 
Corporation, is chairman. The com- 
mittee devoted its meeting to con- 
sideration of the Association’s sug- 
gested standards (established many 
years ago in the. interest of more 
practical cataloging) for sizes, mar- 
gins and colors of salesmen’s hand- 
book sheets as published and dis- 
tributed individually by manufac- 
turers. 

The diligent work of this commit- 
tee resulted in several constructive 
suggestions. A report of the com- 
mittee’s recommendations will be 
made to the Management Commit- 
tee for its consideration and action. 
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MANAGEMENT COMMITTEE MEETS 

President John LL. 
the Management Committee 
early this month. Several matters 
of importance, referred to this com- 
mittee by the Executive Commit- 
tee, at its October meeting, were 


Busey met 


with 


considered and acted upon. The 
committee gave attention also to 


other matters, of importance to the 
Association, which had developed 
since the Executive Committee’s 


sessions. 


QUESTIONS AND ANSWERS 

During the course of a year it is 
usual for N.E.W.A. headquarters 
to receive a number of questions 
from members on a variety of 
problems. These inquiries have been 
a little more numerous lately. An 
observation of interest in this con- 
nection is that many new members 
are finding N.E.W.A. a ready and 
dependable source of authentic in- 
formation to augment their thinking 
and planning. 

It is apparent also, from these in- 
creased inquiries, that many elec- 
trical wholesalers are laying plans 
for aggressive selling and modern- 
ized service in making their bids for 
post-war business. Through its 
many committees, N.E.W.A. has 
compiled considerable useful infor- 
mation. Those data are in notable 
increased demand. 


RESIDENTIAL LIGHTING FORUM 

The 8th in the series of forum 
meetings of the Post-War Planning 
Committee was held this month. 
Herbert Metz, the committee’s 
chairman, arranged an_ excellent 
program centered about “Residen- 
tial Lighting.” 

Several prominent leaders in the 
residential lighting field were the 
guest speakers. The newer thinking 
and planning to be followed in home 
lighting presented by these 
guests who were enthusiastic about 
opportunities ahead. 

Members will receive a full report 
of the facts developed at this forum, 
and a release will be sent to the 
press for the general information 
of all who are concerned with this 
branch of the industry. 


Was 


December 1944 — WHOLESALER’S SALESMAN 









TAN 
TOASTERS wus ny = Mehieligt 
ine 
Senate 
TT 
HOSPITALITY 
SET TAM PAY 
TOAST: TOW EH PAM ry 1 
SETS. OAM PAI OPH PAY my na 
ma 
ny 
WAFF adh a 
ptr TH PHY hy HY 
THI PY 
* PON PAP ey 11 


, 





“Talk about your backlogs!” 


No wonder the situation has the old gentleman baffled! But it 





just goes to show you... when Toastmaster products are once 


moreavailable, wholesalers won't haveto worry about the demand. 


No name stands higher than ‘Toastmaster" in the small-appli- 
ance field. No reputation for quality and service is more soundly 
established. With millions of people anxious to buy electric toast- 
ers, it is the Toastmaster toaster that the vast majority will think 


of first. 


This is the backlog that means volume and profit for merchants 
selling the Toastmaster line. It is the backlog that we are adding 
to, right now, by consistent national advertising in Life, Saturday 


Evening Post, Collier’s, True Story, Parents’, and other magazines. 


And right now is a good time for you to let your good customers 
know that you will be working to see that they get their fair share 


of Toastmaster* products,the moment their manufacture is resumed. 


 TOASTMASTER Proctocla 


*"*TOASTMASTER™ is the registered trademark of Toastmaster Propucts Division, McGraw Electric Company 
| Elgin, Ill. Copyright 1944, McGraw Electric Co. 
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Sherman 


Soldering Lugs 
Solderless Lugs 
Set Screw 
Connectors 
Bolted Con- 
nectors 
Fixture Con- 
nectors 
Ground Clamps 
Rigid Ground 
Fittings 
Electrical 
Terminals 
Battery Con- 
nectors 
Splicing 
Sleeves 
Wedge Grip 
Connectors 


Sherman 


This man is important now — and he is going 
to be even more important in the future 
electrical field. He is going to be responsible 
for the purchase, installation, and satisfac- 
tory performance of countless millions of 
dollars worth of electrical equipment. He is 
the KEY MAN in the electrical industry — 


because he is the Electrical Contractor. 


The Electrical Contractor today is a suc- 
cessful business man and a topnotch sales- 
man for electrical equipment and supplies. 
He keeps abreast of the newest develop- 
ments in lighting, in electronics, and all 
other electrical applications in the indus- 
trial, commercial, and residential fields. He 
is trained and equipped for first class in- 
stallation and maintenance of electrical 


power, lighting and control equipment. 


The Electrical Contractor protects the 
public safety through his expert knowledge 
and observance of code regulations. 

Let’s bring the electrical business on 
materials for repair, maintenance, and in- 


stallation back to the store of the Electrical 


Contractor, where it belongs ! 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 


ELECTRICAL 
SPECIALTIES 


(Continued from page 55) 


munities is extra bright, because when 
supplies are available in quantity and 


| contractors have returned from thei: 


war jobs, many of these home, office 


| and commercial customers will decide 


to remodel completely or rebuild, thus 
requiring more supplies from the 
wholesalers than would have beet 


| consumed during the war vears_ fe 


“patch-up” work 


Authorize More 


Electric Ranges 


\dditional authorization for the 
production of 12,400 domestic ranges 
in the fourth quarter of 1944 have 
been issued to five manufacturers 
who are able to make them without 
interfering with the war production 
effort, the War Production Board has 
announced. 

lhe manufacturers are: \. 
Stoves, Inc., Jattle Creek, Mich 
Frigidaire Division, General Motors 
Corp., Dayton, Ohio; Newark Stove 
Co., Newark, Ohio: Roberts and 
Mander Stove Co., Hatboro, Pa. 


Rutender Electric Co., Marion, Ind 


Mullally Leaves WPB 


Returns to Anaconda 


Mr. J. W. Mullally resigned as 


Chief of the Wire and Cable Branch 
| of the Copper Division of WPB, ef- 


fective November 15th. He will con 
tinue as a consultant for a limited 
period. 

During his period in office, Mr. Mul- 
lally won the respect of all who had 
dealings with him. This was true, not 


| only of people in the wire and cable 


industry itself, but other branches of 
the electrical industry as well as the 
various branches of the Army and 
Navy. 

Mr. Mullally has resumed his work 
as Manager of Bare and Weather 


proof Sales of the Anaconda Wire 


and Cable Company with headquar- 


ters in New York. 


Also announced at the same time 
was the appointment of J. L. Tindale 
as special representative on Rural 
Line Extensions. Mr. Tindale until 


| his release with an Honorary Dis- 


charge was a Lieutenant (j.g.) in the 
United States Navy. Mr. Tindale saw 
very active service in the South West 
Pacific theater. 
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JOHN A. MARSHALL is now assist- 
ant to the general sales manager of 
Wolverine Tube Division. He has 
been with the company’s advertising, 
sales, and sales promotion departments 
since 1937. H. Y. Bassett, general 
manager, announced Mr. Marshall’s 
appointment. 


Expansion Underway 
At Plymouth Rubber 


In order to augment its facilities to 
serve the war effort and to 
for post-war production 


prepare 
needs, the 


BUILDING WIRE 


SERVICE ENTRANCE CABLE 


Plymouth Rubber Company, Canton, | 


Mass., has been making extensive 
plans for expansion, according to the 
latest issue of the 
organ, Victory 

\t the moment all construction is 
that which WPB has approved to tie- 
in with the Government’s need for 
more rubber processing. Changes un- 


company house- 


Zulletin. 


derway involve land improvements, a 
new building and building improve- 
ments, and new machinery and equip- 
ment, 


modern, 
fireproof one story storage building, 
254-feet long and 100-feet wide. In 
order to run freight to the building, 
which is adjacent to a narrow stream, 
six concrete culverts were built. Fill 
over the culverts will permit the land 
to be leveled and paved for trucks. 


Under construction is a 


Coast Wholesaler Named 


The Allis-Chalmers Manufacturing | 
announced the | 


Co., Milwaukee, has 
appointment of Listenwalter & Gough, 
Inc., Los Angeles, as distributors of 
the company’s line of motors, motor 
controls, pumps, transformers, Tex- 
rope drives, and welding equipment. 


CRESFLEX NON-METALLIC SHEATHED CABLE 


ARMORED CABLE 


RUBBER POWER CABLES 


VARNISHED CAMBRIC CABLES 


CRESCENT 


IMPERIAL NEOPRENE 


CRESCORD 


CRESCENT 


WIRE and CABLE 


IMPERIAL NEOPRENE JACKETED PORTABLE CABLES 
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PUT Protection FIRST 


WITH 


PORCELAIN 


@ You can’t beat Porcelain Protected 
Wiring Systems for broad protection 
—in safety—in permanence—and in 
adequacy for presentand future loads! 
The Porcelain way—using PP knobs, 
tubes, cleats, outlet boxes, switch 
boxes and covers—assures rust-proof, 
corrosion-proof wiring which pro- 
tects against maintenance and re- 
placements. It’s short-proof and 


shock-proof — both contributing to 
safety... with complete insulation 
from the entrance switch to the last 
outlet on the system. 

Non-metallic wiring and non- 
metallic wiring materials get the OK 
of your friendly, careful and helpful 
Electrical Inspector—the man with 
fire prevention facts at his fingertips. 
Write for wiring manual. 





4 
FINDLAY, OHIO 


HAPPY about the success of a meet- 
ing held recently for contractors in 
Sacramento are members of the C. H. 
Carter Company, Sacramento whole- 
salers. Left, H. E. Jones, sales man- 
ager; center, C. H. Carter, founder 
and owner; right, E. W. Raffety, man- 
ager of the Sacramento store. They 
were photographed by “Bart” Wick- 
strum, Pacific Coast Manager for 
Sylvania. 





Home Town to Profit 
By War Workers Savings 


Wholesalers in cities and towns that 
have not “boomed” during the wat 
years can look forward to an era 
of prosperity when today’s war work 
ers return home to these communi 
ties with their accumulated savings 
and war bonds, according to one elec- 
trical wholesaler in a small Pennsyl- 
Vania City. 

Operating in a community that has 
lost many of its people to the war 
plants, shipyards and other distant 
war-time production areas, this whole- 
saler says that most of those workers 
are waiting for the day when they can 
return to their home town, and he 
believes that most of them are saving 
their money to spend when they get 
back. 

“They’re going to bring a lot of 
money back to this city,” he said, “and 
it will be ‘healthy’ money, to be spent 
slowly and thoughtfully for needed 
Those things, I figure, will 
include not only appliances, but home 
repairs and rebuilding as well as many 
new homes. A lot of electrical sup- 
plies will be needed and our local 
wholesalers, who have managed to 
keep their heads above water, but who 
have not been prosperous during the 
war, should be very busy in the post- 
war years supplying these goods.” 


things. 


Graybar Appointments 


The Graybar Electric Company, 
Inc., has announced the following ap- 
pointments: On October 15th, S. B. 


Cooper, formerly manager of the 
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Graybar-Phoenix office, and ware 
iouse, has been made manager of the 
Salt Lake City office. He will be suc- 
eeded in Phoenix by E. E. Leavy who 
as been a Graybar representative in 
the Phoenix territory since 1937. 

R. W. Kimberlin, who was man 
iger of the Salt Lake City office, has 
een moved up to become district 
anager for the Mississippi Valley, 
vith headquarters in St. Louis. He 
started his career with Graybar in 
1922 at San Francisco. 

On October Ist, F. L. Cummings 
took over the duties as commercial 
manager for Graybar in the Tulsa 
ofice. He is a native of that city and 
joined the company as a_ salesman 


n 1934. 


Hubbard Gives Scouts 
173-Acre Country Club 


The former Wildwood Country 
Club, a 173-acre expanse containing a 
golf course, swimming pool, tennis 
courts and other facilities in Allegany 
County, Pennsylvania, has been pre- 
sented to the Allegany Council, Boy 
Scouts of America, by John W. 


Hubbard, chairman of the board of 
Hubbard and Company, Pittsburgh, Pa. 

The club represents an original in- 
vestment of nearly three-quarters of 


John W. Hubbard 


1 million dollars, and was built in the 
late 1920’s. It will become the center 
of a training program for scout lead- 
ers and 35 troop camp sites will be set 
up on the club grounds. 

Mr. Hubbard, besides his position 
as head of the Hubbard Company, is | 
a director in the New York Air Brake | ’ e ELECTRIC COMPANY, INC. 
Company, Detroit Seamless Steel Tub- | 
ing Co., Aetna Standard Engineering | 
Company, City Ice and Fuel Co., | 
which has plants in 26 states, and the | 
Continental Foundry and Machine Co. | 


PAWTUCKET @ RHODE ISLAND 
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2509 for gang switch box 
or handy box mounting 
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PARAGON ELECTRIC COMPANY 
715 Old Colony Bldg. @ Chicago 5, Ill. 


Mr. Tops, the Paragon symbol of top quality 


Paragon 
PRESET TIMERS 


Paragon improved manually pre- 
set timers can be preset to per- 
form a great variety of operations 
... to allow a given operation to 
continue for almost any pre-deter- 
mined time limit . . . to close or 
open a circuit at the end of the 
preset time. Synchronous motor 
operated. Assures absolute accu- 
racy of the timing cycle. Not 
affected by vibration of changes 
in ambient temperature. Supplied 
as standard with single pole, 
double throw switches and choice 
of 10 time ranges and 3 types of 
mounting . . . 2400 series for flush 
mounting, 2500 for surface mount- 
ng, 2900 for wall mounting. 





| 4-Year Old Concern 
Plans Expansion 


Plans have been drawn, site s 
cured and construction will start vei 
soon on a new and larger home fi 
the Taylor Wholesale Electric Co. « 
Inglewood, Calif. 

This firm, which is a_ partnersh 
of Sam A. Taylor and R. L. Simn 
started business March 20, 1940. The 
efforts in the past four vears ha 
been concentrated in a few coa 
towns adjoining Los Angeles; namel 
Inglewood, San Pedro, Wilmingto: 
Santa Monica, Hawthorne, Manhat 
tan Beach, El Segundo and Torrence 


While the territory is relatively smal 





it is very large from the standpoint 
of industrial volume, due to the shij 
yards, aircraft plants and oil wells. 

The photograph above shows. th 
present store, office and stock roon 
fairly bursting with some 2000 item 
of stock due to the fact that the plac 
is only 20 by 30 feet in dimensions 
One of the officials, however, insiste: 
on showing the representative of 
WHOLESALER’S SALESMAN what they 
designate as “Warehouse No. 1,” 
few blocks away, saying that it is 
the only electrical warehouse of it 
kind in the United States. This turne: 
out to be a small, rambling residence 
on one floor, which was one of th 
very first houses built in Inglewood 
They succeeded in renting, for over 
How stock, the living room, dining 
room and kitchen. The floors are not 
too strong, but if they should give way 
the stock could not fall far. The wash 
room is outside and as yet unoccupied 
by stock, part of the house being 
still occupied by renters. 

Altogether, there are now six in the 
organization. In addition to Taylor 
and Simms, there are Ben G. Liss 
outside salesman Louis Rosenberg and 
two truck drivers, Charles Walton and 
Larry McIntyre, both of whom have 
the salesman complex. Many in Chi 
cago will probably remember Ben Liss 
and Bob Simms as having been in 
times past with Monarch and Hyland 


of that city. Taylor was also at one 


time located in Chicago, in the radi 
business, becoming factory representa- 
tive for the Pacific Radio Corporation 
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Bendix to Sell ’ 
Home Radio Line There never was a bigger, 


A complete line of home radio sets 


we 
o be manufactured by Bendix Radio, nor Pasier to sell mar et. 


i division of Bendix Aviation Corp., 


will be introduced to the market as than the ~~ waiting for 


soon as military conditions permit 
manufacture of this line at the Bendix Gl nel 
radio factory in Baltimore, the com- 


pany has announced. 


John C. Wilson, formerly senior ad- | Fly Screens Traps 


ministrative officer of the Army Signal 
Corps product:on office in San Fran- 














: cisco, has been appointed Pacific Coast | The market for electrified fly screens and 
' district manager for Bendix. He will | traps is everywhere ... so big, so obvious, 
have charge of the home radio line so fast-moving, so non-competitive, that it 

in the eleven western states. offers one of the most profitable, most 


promising sales fields you can think of. And 
with safe, proven Gardner adjustable screens 


’ P for doors and windows, and Gardner port- 
MM. John To Head able traps, illuminated for night 


WESCO At Albany, N. Y. flying insects, you can cash 


in on this lush postwar 


a i, 














The appointment of R. H. St. John sales oppor- = 

- is manager of the Albany, N. Y.., tunity. _ — ‘ 
ranch of the Westinghouse Electric | 

| Supply Company has been announced 2 am ac 

















] ) 4 ~ 4 S J = 
vv H. B. Tompkins, eastern district —| G Shop—# 


manager. Mr. St. John replaces Alger 

















int : Gardner will sell only through 
’ Reilly, who has been transferred to distributor-dealer channels, Gard- 
the Newark, N. J., branch. ner will back you with hard- 
the Mr. St. John is a graduate of the hitting advertising, and Gardner 
a Carnegie Institute of’ Technology. will help you sell with a colorful 
sa \iter periods of employment with five-minute presentation that will 
a other concerns, including the lim- add to your sales reputation. It's 
kin Roller Bearing Co., he joined ready now — so 
_ WESCO in 1936. He left the com- write for a 
te pany for a period of two years, and copy today. 
‘ returned to take this new position. 
hey 
is 
: ond Gardner 
ne 
: Electric Fence Control 
th ectric Fence Controllers 
0d . 
rer bring more dealers your way 
ing These popularly priced, absolutely safe bat- 
not tery and high line controllers are the key to 
way many profitable dealer sales to dairy farm- 
we ers and livestock raisers. You're confident 
pied when you recommend Gardner fencers 
ing that they will meet all conditions of ser- 
vice satisfactorily, for this safety-ap- 
the proved pioneer line has a long record of 
ylor trouble-free performance in all parts of 
iss the country. Their many exclusive advan- 
ane tages make them easy to sell, and their 
an competitive price meets the approval of 
lave value-conscious dealers. These best-engi- 
Chi neered controllers are available now. 
Liss Write today. 
1 in 
land [} THE ONE MILLIONTH Noma i 
one Walking Dog is presented to Henri Horicon, 
adi j Sadacca, president of Noma Electric (5 d a + Wt [o r 
nta- } Corporation, by Jos. H. Ward, vice- ar n | q. e Wisconsin 
tion q president of the company. 
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Modern industry recognizes that the protection of men, material and 
property through safety approved methods is not only an obligation, but 
a sound business policy. Justrite Safety Products have top rating wherever 


approved safety and service are required. 


THE NEW JUSTRITE SAFETY FLASHLIGHT 


The handy flashlight that has everything .. . 1500 candle- 
power beam .. . uses 3 standard dry cells . . . dependable 
service ... enclosed in a plastic case with all the Justrite 


Safety Features “‘sealed-in.”’ Fits in the palm of your hand, 


on belt clip or stands on a flat surface. 





always there .. . Justrite. 


<j— 


Model 44-8 APPROVED FOR SAFETY 


TWIN-BULB ELECTRIC SAFETY LANTERN = Mode? 17-5 


This sturdy, dependable, all-purpose safety lantern meets 





every requirement for safety and service. It’s safe against the 
hazards of bulb failure too . . . with its “kick-out”” bulb 
sockets. The relief bulb is instantly moved into center 


position by simply throwing a switch. It’s the light that’s 


These lights are approved for safety by Underwriters’ Laboratories, Inc.,; 
by the U. S. Bureau of Mines and by the Bureau of Marine Inspection and 


Navigation .. . your assurance that you work in safety . 





Safety Can 


surance Companies. 


MILL AND FACTORY SAFETY CONTAINERS 


The Justrite Safety Can pictured at left provides the 
safe method of storing and handling flammable 
liquids. Non-drip lip allows contents to be poured 
without spilling. Strong construction finished in high 
gloss, baked on, red enamel .. . for easy identification. 


The Justrite Oily Waste Can pictured at right is safe 
for storing oily waste, and other flammable refuse. 
Both the Safety Can and the Oily Waste Can are ap- 
proved for safety by Underwriters’ Laboratories, 
Inc., and by the Associated Factory Mutual Fire In- 


. . Tustrite. 





Oily Waste Can 


Your Justrite line brings Safety plus Service to your customers. 


Remember to demonstrate “‘Justrite”’ today. 


JUSTRITE MANUFACTURING COMPANY, 2063 North Southport Avenue, Dept. A-4, Chicago 14, III. 


aN FILLING CANS - 
APPROVED SAFETY ELECTRIC LANTERNS 
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OILY WASTE CANS 





Trumbull Executives ; 
Retire: Appoint Four ' 


Four executives of the Trumbu 
Electric Mfg. Co., Plainville, Conn 
the men who founded this electrica 
manufacturing business in 1899 an 
have managed its affairs ever sinc 
have resigned from active service, et 
fective December 3lst, according t 
announcement from the company. 

They are John H. Trumbull, pres 
dent, Frank T. Wheeler, vice-presi 
dent, Henry Trumbull, treasurer, an 
Stanley S. Gwillim, secretary and gen 
eral manager. 

Their successors are as president 
Elmer T. Carlson, formerly manage: 
of the Trumbull works at Norwoo 
Ohio; as vice-president in charge oi 








\ 
t! 
ti 
\ 
J 
John H. Trumbull p 
= : I 
sales, Robert C. Graves, formerly di- h 
rector of sales; as vice-president in ; 
charge of manufacturing, Cecil A ‘ 
Bedford, who was managing engineer ; ' 
as treasurer and secretary, Herman §& . 
A. Papenforth, formerly chief ac- 
countant; as assistant secretary and ' 
treasurer, Richard L. Goodwill, for- B} 
merly tax accountant. These new . ’ 
officers will take over on January 1, BR | 
1945. i 
John H. Trumbull, retiring presi- & , 
dent, is a native of Plainville. He was fy, 
an electrical contractor before starting J 
in the manufacturing business He 
served three terms as governor of the BF, 
State of Connecticut, and two terms as z 
a state senator. He is a past president BR 
of the National Association of Manu- BR, 
facturers. 0 
Henry Trumbull, retiring treasurer, | 
is also a native of Plainville, and was 
superintendent of a trolley company 
before joining in the formation of the 1 
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company. He served for many years 
mn the New England Council to pro- 
tnote New England industries, and has 
been a director of the National Asso- 
‘iation of Manufacturers. 

Frank T. Wheeler, was an assistant 


superintendent of a manufacturing 





Elmer T. Carlson 


concern in Southington when the 





Trumbull Company was started. He 
s treasurer of NEMA, and has served 
is an official in committees of the 
\merican Standards Association and 
the Underwriters Laboratories, Inc 





Stanley S. Gwillim, retiring secre 
tary, is a graduate of Weslevan Uni 








versity. He has been active in local 
civic affairs. The glistening, corrosion-resisting galvanizing 
Elmer T. Carlson, newly-elected . ; ’ 
president, is a graduate electrical en- so carefully and skillfully applied to Oliver Pole 
reek rakh Sacer Larerety Line Materials helps establish the customer 
F He was in the electrical contracting 
business before joining Trumbull as a good-will that protects your future business! 
sales representative in 1928. He is . F ? . 
A a member of the American Institute of Use Oliver Quality to increase your Pole Line 
- lectrical Engineers and is active in . | 
an NEMA, Materials sales! 
vit Robert C. Graves, newly-elected 
ind ce-nreside . tharve of sales. orad- ° 
“4 vice-president in charge t sale , grad The Oliver Catalog has a 
uated as an electrical engineer from 
-" Rensselaer Polytechnic Institute, and wealth of useful sales data. 
served as an officer in the Navy dur- . 
ing World War I. He joined Trum- . J Write for a copy today. 
vail bull as an estimator after the war, and ee inn 
vas became manager of the Switch and 
“s Panel Division of the company in 
e | 1922. He became director of sales for 
_ the company in 1935. He is chairman 
oes of the Knife and Enclosed Switch 
wee Division of NEMA, and a member of 
— the Knife and Enclosed Switch Advis 
__ —§ ory Committee of the War Production 
rt Board. 
= ; Cecil A. Bedford, new vice-president 
in\y j . - 
Ss im charge of manufacturing, joined 
the lrumbull in 1917 as a draftsman. | SOUTH TENTH AND MURIEL STREETS, - PITTSBURGH 3, PA. 
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WAITING FOR 
SERVICE 


@ A recent survey indicated that 2,000,000 
rural homes not wired could use electricity 
to advantage. Of these, 400,000 are near 
existing lines and 1,600,000 will have to 
be served by new lines. 

The building industry is talking in terms 
of 1,000,000 new homes a year for the first 
five years after the war. This means a vast 
increase in line load in urban communities. 

This construction indicates a huge back- 
log of demand for telephone service. 

Discount these figures as you will—the 
fact remains that public utility companies 
face a big program of line construction 
after the war. 

Klein tools and equipment will be ready 
for the linemen and electricians working 
on this expansion program. The Klein line 
of tomorrow will continue to offer the same 
high quality—the same regard for safety 
that has characterized all equipment carry- 
ing the name Klein “since 1857.” 


ASK YOUR SUPPLIER 


Foreign Distributor: 
International Standard Electric 
Fs Corporation, New York 
@ 





This book on the care and safe use of tools 
\ will be sent without charge upon request. 


=) NN e 
aK LEINGSS 


; HHH 
$200 BELMONT AVENUE, CHICAGO 18 ILLINOIS 
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Allow Manufacturers’ 
Profits Over 6 Percent 


FJectrical equipment manufacturer 
were advised by army and navy repre 
sentatives, at a termination conference 
sponsored by the National Electrica 
Manufacturers Association, recently, 
in New York, that in negotiating war 
contract termination settlements profi 
allowances will not be held to 6 per 
cent, as provided for in cases where 
negotiation has broken down. 

Emphasizing that the Contract 
Settlement Act provides for such profit 
as is “reasonable under the circum 
Lieut. Com. G. K. Funston 
of the Industrial Readjustment Branch 
Office of Procurement and Material 


stances,” 


Navy Department, said that among 
other factors to be observed in setting 
profit allowances would be the rate of 
profit established in renegotiation. 

J. Gerald Maver, civil‘an in charg: 
of contract termination settlement, Of 
fice of the Chief of Signal Corps 
said that, in general, his branch of 
the service would allow “the estimate: 
rate that the contractor would hav: 
enjoyed had the contract been carried 
to completion.” 

C. R. Fay, secretary of the Wat 
Contracts Termination Policy Com 
mittee of Westinghouse Electric & 
Manufacturing Co., asserted that hi 


company has not considered itself 








HERMAN A. EVERLIEN is the newly- 
appointed general sales manager of 
the mechanical rubber goods division 
of the United States Rubber Company. 
Mr. Everlien has had 41 years of ex- 
perience in the mechanical rubber 
goods field. Ernest G. Brown, general 
manager of the division announced 
the appointment, and at the same 
time named Walter F. Spoerl as mer- 
chandise manager. 

























ON TENN: EN: SG 


GREGORY L. REES has been ap- 
pointed range and water heater sales 
division manager for Edison General 
Electric Appliance Company. During 
the war he has had charge of demon- 
stration and sales of company’s war 
devices. 





bliged to adhere to the 6 percent 
formula either in writing its own 
claims in negotiated settlements or in 
approving claims of its subcontractors, 
but has established a policy of ap- 
proving claims for profits up to 15 
percent, when substantiated. 


Cunnea Receives 
WESCO Managership 


The appointment of Thomas W. 
Cunnea as branch manager of the 
Westinghouse Electric Supply Co., 
office in Houston, Tex., has been an- 
nounced by C. M. Mackey, southwest- 


ern district manager. 


BullDog Closes 
Clinie Series 


The final clinic in the series being 
presented to its field engineers by the 
3ullDog Electric Products Co., De- 
troit, was held in mid-October at the 
Wardell-Sheraton Hotel in Detroit. 

Al Togesen, special field engineer, 
conducted the illustrated lectures’ on 
estimating and engineering relating to 
electrical controlling and distributing 
apparatus manufactured by the com- 
pany. The clinic’s closing address was 
presented by J. J. Mitchell, 
president in charge of sales. 


vice- 
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ACTIVE AMERICANS carried almost two 
million battery-powered portable radios in 
1941! Listening to their favorite programs at 
COMPACT, LGNTWaGHT picnics, ball games and beaches, they used 


No. XX45,above,is one 
of the Burgess best sellers. 


about $6,000,000 worth of dry batteries! 
After the war, increased travel and outdoor 
recreation will mean an even greater demand for small, easily-carried 
radios—with dry battery power. Burgess advertising consistently reaches 
future users through 31 national magazines and 1,629 weekly news- 
papers. And here’s the important thing to remember! . . . Burgess will 
again have available the most complete replacement line of batteries for 
portable radio service. It’s the replacement market that has built a prefer- 
ence for Burgess Batteries by these two million radio users. And don’t 
forget the other big Burgess markets for your post-war business! It’s this 
complete line of dry batteries for every need that builds profits! Burgess 


Battery Company, Freeport, Illinois. 


HEARING AID BATTERIES PORTABLE RADIO BATTERIES 











FARM AND HOME BATTERIES 


Write Your Serviceman Today! 


BURGESS BATTERIES 


Famous for the WORLD'S MOST COMPLETE LINE of dry batteries 
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LATROBE 
K oa 
Kon? 0 


) po ge 


No. 470 “LATROBE” 
Pipe or Conduit Hanger 


Unsurpassed for hanging pipe 
or conduit '/,"', %4"' and |"' to 
steel beams up to %"' thick 


a. 


No. 285 “LATROBE” 
DOUBLE DUPLEX 
RECEPTACLE NOZZLE 


Shown with No. 200 Cover 
Plate. Easy to install, attrac- 
tive, efficient 


“BULL DOG” 
BX CABLE STAPLES 


Superior quality. Available in 
any quantity. 





Time Saving 


Labor Saving 
Dependable 





Quick and 
Easily Installed 
LATROBE 
PRODUCTS 


are forever 


Trouble FREE 





Best for all 
Industrial, 
Commercial 
and Residential 
Jobs 





Check Your 
Stock Today 





New Electrical Items 
“Shown Maintenance Men 


New electrical products and_ the 
processes of using synthetic rubber 
wire insulating were described 

tS | members of the Electrical Maintenance 
\\\\ | Engineers Association of Souther 
SESH \ NSN California at Los Angeles recent], 
\N << \N \t the same meeting the members : 
— cepted unanimously the articles 
incorporation through which the ; 
sociation will become incorporated a 


for the detecting of hidden metals 
ferrous or non-ferrous, was describ: 
by Harry Fore of the Goldak Co., L 
(Angeles, the manufacturer. Mr. For 
said the device, using electronic pri 
ciples, has been in use for some time 
by utilities for the detection of unde: 
ground cables, water pipes, dead-ends 
lost valve covers, etc. Recently it h: 
been put into use in industry to detect 
small pieces of metal that might e1 
danger manufacturing processes 
equipment. 


No. 280 NOZZLE WITH 
No. 200 COVER PLATE 


F. S. Carpenter and Howard | 
Park, of the U. S. Synthetic Rubber 
Corporation, described the methods 01 


Ten Amp. 250 Volt receptacle 
in brass housing, '/2 in. brass 
pipe extension. 





No. 150 BOX 
No. 207 NOZZLE 


Underwriters’ approved. For 
installation in concrete, or in 
wood finished concrete floors. 


“BULL DOG” 
INSULATOR SUPPORT 


Ideal for fastening porcelain 
or glass insulators to exposed 
steel framework. No holes to 
be bored. 


D5KLMK« CC CO 


oe 


ALBERT F. WAKEFIELD, left, 
president of the F. W. Wakefield 
Brass Co., Vermilion, Ohio, receives 
trophy for winning the Great Lakes 
Star Boat Championship held at De- 
troit. He has been racing boats for 
26 years, is commodore of the Cres- 


cent Sail Yacht Club. 
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ducing synthetic-rubber covered 

e. At the same meeting, Mr. Fiske 
f Westinghouse Electric & Manufac- 
turing Co. presented the third in his 
series of lectures on electronics. 


Surplus Copper Stock 
lo Sell Through RFC 


Excess and surplus copper wire and 
le are now being re-distributed by 
distribution of the 
truction Finance Corporation, accord- 
g tO M. 
laynard, chief, Warehouse Section, 
Wire Mill Branch, Copper Division, 
War Production Board. 
Previously, such stocks were han 
lled by the Copper Recovery Inven 
ry Branch of the Copper Division 
nd the Redistribution Division of the 
eld Offices of the War 


ara 
1 sara, 


offices Recon- 


announcement from E. 


Production 


\s larger quantities of copper wire 
| cable become available as surplus, 
pper wire mill warehouses will un 
loubtedly wish to make use of these 
urplus stocks to complement theit 
warehouse stocks and at the 
ime time, assist in moving these sur 


ye resent 


plus inventories through regular trade 
hannels, Mr. Maynard said. 
lhe Reporting and Disposing Agen 
es of the RFC the 


llowing cities territory 


are located in 
(with the 
ver which each has jurisdiction) : 

\tlanta, Ga., the Healey Building, 
\la., Tenn., Fla.; Boston, 
10 Post Office Square Build- 
ng, for the six New England States; 
harlotte, N. C., 109 West 3rd St., for 
N. C. and S. C.; Chicago, Ill., 208 So. 
LaSalle St., for Ill., Ind., lowa; Cleve- 
ind, Federal Reserve Bank Building, 
tor Ohio and W. Va.; Dallas, Tex., 
otton Exchange Building, for that 
part of Texas in its territory; 


rr Ga., 


iaSS., 


ee 
i 


Denver, 


Colo., Boston Building, for Colo. and 
Mex. ; 
Detroit, Mich., 607 Shelby St., for 


lich. except upper peninsular; Hous- 
ton, Tex., 723 Main St., for that part 
{ Texas in its territory; Kansas City, 
lo., Federal Reserve Bank Building, 


r Kans. and Okla.; Los Angeles, 
‘acific Mutual Building, Ariz. and 





hat part of California in its territory ; 
linneapolis, Minn., McKnight Build- 
Minn., Wise., N. Dak., S 
ak. and upper peninsular of Mich.; 


ig, for 





ft yew Orleans, 837 Gravier St., for 
ld uisiana and Mississippi. 
weed New York, 33 Liberty St., for N. Y. 
lis nd N. J.; Omaha, Neb., Woodmen of 
Ne. e World Building, for Wyo. and 
for eb.; Philadelphia, 1528 Walnut St., 
ese Mior Penn. and Dela.; Portland, Ore., 
: ttock Building, for Wash., Idaho, 
944 


| 








WE BENT LIGHT IN 


ahi DIRECTIONS 


00 Muminaaié shelves and bi. 


By scientifically “bending” light in 8 direc- 
tions, the Stocklite does what no other 
fixture has ever accomplished to provide 
proper illumination of shelves and bins in 
narrow stockroom aisles. That’s what 
makes it one of the most remarkable and 
efficient reflectors in the entire lighting 
industry. 

Moreover, this busy little reflector doesn’t 
waste light anywhere. The lamp’s full in- 
tensity is utilized. Aisle glare is eliminated 
by curved V-shaped flanges, which direct 
light to the sides—building up intensities 
from top to bottom shelf and in bin in- 
teriors—where it’s needed. 

Today, wherever the Stocklite is used, 
you'll find stock clerks reading comfortably 
anywhere in the aisles. You'll find orders 
being handled more easily, more expedi- 
tiously and with fewer mistakes. The Good- 
rich Stocklite is modernizing stockroom 
illumination everywhere. Get the facts about 
it now. Write for Bulletin 91. 


Sold through electrical wholesalers. 


The Stocklite is finished 
in permanent porcelain 
enamel; easy to clean, 
to maintain full reflec- 


tive e 
ciency. 












DODRICH 


@ O) MI PAN NEY? 


PRAGTRIG 


4600 BELLE PLAINE AVENUE, 
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CHICAGO 4}, 


ILLINOIS 








Wore than ever in 4S 


co 


The All-Glass Coffee Brewer 
will Dominate the Field 








@ Enticing NEW MODELS for you to sell. 
@ TREMENDOUS ADVERTISING ... . pages 


and half pages in color . . . in national consumer 
mediums and trade papers. 


@ As always, CORY Policies of MAINTAINED 
PRICES will continue plus fair allotment of mer- 
chandise. 


CORY GLASS COFFEE BREWER CO. 


325 North Wells Street Chicago, 10, Illinois 
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Mont., and Ore.; Richmond, Va.. 7; 
and Main St., for Md., Va., and Wash 
ington, D. C.; St. Louis, Mo., 320 X 
Fourth St., for Mo., Ky., and Ark 
San Antonio, Tex., Alamo Nationa 


Bank Building, its present territory j; 


Texas; San Francisco, 200 Bush 
Nevada and that part of Californi 
its territory; Salt Lake City, U 


tr 


Dooly Building, for Utah; Seaittle 
Wash., Dexter Horton Building, fo: 


that part of Wash. in its territory, ar 
supervision over the branch at F 


banks, Alaska. 


Completing Credit on 


Oct. Appliance Feature 


The article “Gear Your Electri 
Dealers Into Manufacturer’s S 
Program And You'll Hit the Jack-P 
In Post-War Selling,” published 
the October, 1944, issue of Wuo 
SALER’S SALESMAN, was credited t 


T. J. Newcomb, but, inadvertent! 
Mr. Newcomb’s affiliation and 
source of the article were not include 

Mr. Newcomb is sales manager 
the electric appliance division of tl 
Westinghouse Electric & Manufa 
turing Co., Mansfield, Ohio. The art 
cle was from an address made by M1: 
Newcomb before the National Indus 
trial Stores Association at Cincit 
nati, Ohio. 








NEW OWNER of the Adirondack 
Radio Supply Company of Glovers- 
ville, N. Y., is Ward J. Hinkle, above, 
who has been in the radio business in 
Amsterdam, N. Y., for many years 
He will move headquarters of the 
company to Amsterdam. The com 
pany was founded by the late Blakely 
E. Cross and continued by Mrs. Cath- 
erine Cross after her husband’s death. 














SERVING the expanding industrial 
section of Huntington Park and south- 
western Los Angeles is the J. Z. 
Wholesale Electric Company. Behind 
the counter are salesmen Savage, left, 
and Acevedo waiting on a customer. 











’ . 

M. C. Wilt Returns 
™ y . es . s 
lo Curtis Lighting 

Melvin C. Wilt, released from ac 
tive duty as a Lieutenant-Commander 

the Supply Corps, U. S. N. R., has 
returned to Curtis Lighting, Inc., Chi 
igo, as executive vice-president and 
general sales manager. He also will 
esume his duties as president of 
urtis Lighting of Canada, Ltd. 
Mr. Wilt started with Curtis in 
1928 as a sales representative for the 
leveland, Ohio, territory, and later 
moved to Toronto to set up Curtis 
Lighting of Canada, Ltd. After serv- 
ng as managing director of the 
Canadian company for ten years, he 
returned to Chicago as_ vice-presi- 
lent and general manager of Curtis 
Lighting, Inc., in 1940. 


“M” Star for Curtis 
Curtis Lighting, Inc., has an- 
nounced the receipt of a second gold 
star for the Maritime “M” Pennant 
which the company was awarded in 
November of 1943. The star signifies 
mtinued production achievement. 


|Whiteacre Appointed 
To N. Eng. WESCO Post 


The appointment of Charles H. 
hiteacre as stores manager for the 
New England district, with offices in 
Hoston, has been announced by E. V. 
etmore, New England district man- 
rer for the Westinghouse Electric 
ipply Co, 

Mr. Whiteacre is a native of the 
ston section, and has been with 
ESCO since 1925. 
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Protection 
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MONARCH FUSE CO. 
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RENEWABLE 


Fusés 


MONARCH 
FUSE COMPANY, LTD. 


116 E. FIRST STREET JAMESTOWN, N. Y. 
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PIPE TO BE BENT 
eee \ 4 





cae 
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es 


de 


SHOE. 





GRADUATED RAM “ / 
QUICK-POSITIONING LEVER 


One stroke brings shoe into position 


Tuts HAS bearing on your bender 
volume! With a GREENLEE 
Hydraulic Pipe Bender one man can 


sales 


bend pipe up to 414", rigid and thin- 
wall conduit, bus bars or tubing, 
in a few minutes, simply and easily. 

For example, as illustrated, one 
stroke of quick-positioning lever 
brings shoe snug against pipe, ready 
for application of bending pressure. 
Tedious hand-pumping for shoe po- 
sitioning is eliminated with this 
GREENLEE-engineered “short cut.” 
Operator then transfers handle to 
operating lever to apply powerful 
hydraulic pressure for the exact 
bend wanted—immediately! 


Here's wide sales opportunity 
for you. Many electrical workers of 





OTHER GREENLEE TIME-SAVING 
TOOLS FOR ELECTRICAL WORK: 


CABLE PULLERS 

JOIST BORERS 

HAND BENDERS 

RADIO CHASSIS PUNCHES 
PIPE PUSHERS 
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your area are prospects for a time 
and-material-saving GREENLEE 
Bender which operates as simply as 
A. B.C. To help you tell this story 
of simplicity, GREENLEE national 
advertisements are appearing in 
publications your prospects read. 
Profit well, take advantage of this 
unusual promotion and the wide 
need for a fast, better Bender. 


To have “finger tip” information 
on GREENLEE Benders and other 
time-saving tools for electrical work- 
ers, write for Catalog 
33 Kk — free — Greenlee 
Tool Co., Division of 
Greenlee Bros. & Co., 
1852 Columbia Ave., 


Rockford, Illinois. 


Git Ready with Cyrene! 





REGISTERED TOOLS 


FOR THE CRAFTSMAN 


' 


Post-War Conference 
For Universal Salesmen 


A preview of post-war models 
Universal appliances, and a review 
the company’s sales promotion and ad 
vertising plans, filled a five-day sak 
conference held recently for the r 
gional salesmen of Landers, Frary & 
Clark at its New Britain, Conn., plant 

Declaring that aggressive selling 
would be necessary to insure full e 
ployment post-war, A. E. Allen, chai: 
man of the board, opened the meeting 
In his welcoming address he c 
pared the commercial struggle facing 
industry after the war with the na 
tional that has existed during 
the past four years. R. L. Whit 
president, outlined the company’s get 
eral policies, and asserted that clea: 
methods 
profit margins and elimination of chis 
eling methods would be maintained by 
the company, 


crisis 


distributing allowing — fai 


B. C. Neece, vice-president and ger 
eral sales manager, who presided 
the meetings, gave a pictorial study oi 
what Universal has accomplished 
rehabilitating its engineering, manu 
facturing, distribution and merchai 
dising programs for post-war. 

H. M. Parsons, vice-president 
charge of major appliances, outlined 
for the salesmen the current status 
of consumer durable goods limitatiot 
orders, and E. J. Van Bushwick, vice 
president in charge of small appliances 
and housewares, discussed allocatio1 
of current production and spoke on the 
development of new sales systems. 

The results of the “U Plan for \ 
Day” were outlined by W. J. Cashman, 
director of promotion and _ publicity, 
who told the salesmen that the com- 
pany’s plans must never overlook the 
fact. that its distributors and dealers 
must make a good profit selling Uni 
versal product. 











H. F. Zimmerman Joins 
Buifalo Wholesaler 


Howard F. Zimmerman has 
appointed to the new position of sales 
manager of the Sterns Electric Equip- 


I yee! 


ment Co. Inc., Buffalo, N. Y. He 
has been associated with the electri 
industry for 22 years. Before joining 


Sterns he was a sales engineer of thi 
General Electric Supply Corporatior 
for 14 years and prior to that was 
with the Falls Equipment Compan) 
of Buffalo and the Electric Supply 4 
Equipment Company there. 
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W. D. Baker Joins 
(reusel Corp. 


Frank W. Greusel, president of the 
Greusel Distributing Corp., Milwau- 
kee, has announced that W. D. Baker 
has joined that organization as sales 
manager. For the past 22 months, 
Mr. Baker has been with the War 
Production Board as a salvage expert. 

Mr. Baker has been identified with 
the appliance industry in Wisconsin 
since 1927, 


Third “E” Star 
For Electromaster 


\ third star for its Army-Navy “Ic” 
‘lag has been awarded to Electro 
master, Inc., Detroit, for continued 
excellence in production of materials 
for the Army. R. B. Marshall, presi- 
dent of Electromaster, announced the 
receipt of the award and the citation 
from Robert B. Patterson, Under 
secretary of War. 








MARC CARROLL has been appointed 
sales manager of the Royal Electric 
Company, Inc., Pawtucket, R. I. Be- 
fore taking this position he was vice- 
president in charge of sales and gen- 
eral manager of Chase-Shawmut Com- 
pany. Previous to that he was sales 
manager of Trumbull-Vanderpoel Co., 
Bantam, Conn. 
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Your SHARE in the reconversion business... the profits you make... 
and the customer good-will you build... all will depend largely on the 
lines you feature during the busy period ahead. 

In electrical connections, the Burndy line offers you the greatest oppor- 
tunities. With this com plete line you can fill every need, from the smallest 
wiring connectors to huge ones for tubes or bars. And because the sound 
engineering behind all Burndy items has made them industry's choice, 
you make more lasting sales connections by providing your customers 
with the. connectors they want. 


Go after the big connector business ahead, in a big way. For up-to-the- 


minute information on the complete Burndy line, write to... Burndy 


Engineering Co., Inc., 107 Bruckner Blvd., New York 54, N. Y. 


Headquarters for 
CONNECTORS 
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100 








1512 So. 


A New FLASHLIGHT 





Model 
122 


Canadian Distributer—KAHN, BALD & LADDON, LTD., 69 York St., 


New FEATURES 
New SALES APPEAL 


GITS 


TRANSPARENT 
PLASTIC FLASHLIGHTS 


Longer life—because corrosion, that is destroy- 
ing millions of flashlights every year, is seen 
right thru the unbreakable, transparent plastic 
case as soon as it starts. New utility—equipped 
with a positive three-way signalling switch that 
always works. Pre-focused lamp and brilliant 
reflector throws strong beam of light. New eye 
appeal—different from anything on the market. 
A pleasing warmth of touch. Also available in 
solid colors: red, black, khaki, blue or ivory. 
The Model 100 Gits Flashlight—retails $1.00 
each. Model 122 Right Angle Style—retails 
$1.75 each. Subject to Limitation Order L-71 
for the duration. Order from your jobber. 


4666 West Huron Street, Chicago 44, iilineis 


Manufacturers of the famous Gits Knives, Savings Banks, Games, Protect-o-shields, etc. 


Toronto 








Talk-A-Phone Mtg. Co. 


Pulaski 


galk-B-Ehee 


Pit COMMPLAe ~comh 


iy wm 
Talk-A-Phone offers America’s Most Complete Line 
of Inter-communication Equipment . . . Units for 
every application from the smallest office to the larg- 
est factory . . . Standard — DeLuxe — Chief and 
Super Chief Models. TODAY every business needs 


Talk-A-Phone’s time-saving advantages. Get your 
share of this business now. 


Talk-A-Phone is the Ideal Jobber Inter- 
com Line. Our rigid jobber policy com- 
bined with good deliveries make Talk-A- 
Phone the line that you can make 
money on NOW as well as in the post- 
war period. Write or wire for discounts, 
8 page colorful catalog and 
other selling helps. Address 
Dept. WS. 


Rd. Chicago 23, 
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PARTNERS in the Underwood Sup- 
ply Co., Los Angeles, pose for the 
W holesaler’s Salesman camera. They 
are, left, E. A. Underwood, formerly 
with Neon Specialties Corp., Los An- 
geles, and right, G. E. Martin, who 
for the last 7 years was Pacific Coast 
Manager for Jefferson Electric Co. 





Changes West Coast Post 


Milo Tally, formerly sales prom 
tion manager for the Westinghous: 
Electric Supply Co., Seattle, Wash 
has left that organization to specialize 
in application data work for the West 
inghouse Electric and Manufacturing 
Co., San Francisco. In his new posi 
tion he will work under H. S. “Bud’ 
Schuler. 

Miss Pauline King is now carrying 
on his work in the sales promotion de 
partment of WESCO, Seattle. 
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concentrating upon VICTORY 


for the duration ..... 
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WIRE COMPANY, 
15 Park Row, New York City, New York 














A. S. Riechman 


A. S. Riechman, president of The 
LD. Lawrence Electric Co., Cincin 
nati, Ohio, electrical wholesaling con 
rn, died on October 16. 
He started with the company as treas 





rer when it was organized in 1904. 

nd he succeeded Mr. Lawrence as 

resident in 1932 

Mr. Riechman was a former president 
the Cincinnati Electrical Association. 

nd a member of the Illuminating En 
eering Society 


THERE ARE HUNDREDS 
0 EI OF DIFFERENT TYPES OF 
200,000,000 Electric Motors 


The U. S. daily relies on the sery yl ROM AblldAbyg 
Ss of 200,000,000 electric motor Wie ha - 
Up to 14 serve the suburban home: 


average city apartment has nine nNVELIER 


, ing—Reg. U. 8. Pat. Office 
Electric Peeler Saves Food : Pat'd and Pats. Pending 


bl gs are peeled by an ele L 4 G H T ' » G u N { T s 
trical machine with a food waste of 
FROM WHICH TO FIND THE ONE THAT YOU NEED 


mly six pounds per bushel. The loss 
in hand peeling is 15 pounds 

7 _ TO ADJUST THE LIGHT TO WHERE YOU WANT IT 
Send for free catalogs: 


“ce w<«r“e 





Dept. X44, 30 Irving Pl. 


RELIANCE DEVICES Co. Inc. “ow %o* 3": 








only CATHODE LOW VOLTAGE 
LAMPS give you 





Life expectancy 10,000 hours (guaranteed for 1 
year except for breakage) 


Maximum lighting efficiency, greater than any 
previously known cold cathode lighting 


- Low voltage operation eliminates high voltage 
iffectively used as guy line ground, or | wiring and bulky transformers 


transformer and lightning arrester connec- . Instantaneous starting — no starter required .. . 
tion to A. C. S. R. or copperweld conduc- | tee no flicker 


tors where the diameters may be from 8-A . Constant illumination, steady and unaffected 
copperweld to .595” A. C. S. R. armour by shock or vibration 


rods. Wire sizes .595” to 5/32”. . Intermediate burn-outs almost entirely elim- 
ADAPTABLE TO A WIDE RANGE OF USES inated 


— - Extended light source—advantageous in line 
==: a A : lighting. Reduces glare to a minimum 


- Operates on high voltage transformers or low 
Mt t voltage cold cathode ballasts 


93 inch lamp—standardized 


Uniformity in electrical characteristics is made 
possible by quantity production 


*Trademark registere« 




















xk WRITE FOR BULLETINS-B Write for new booklet ‘‘Facts about Colovolt” 


KRUEGER & HUDEPOHL GENERAL LUMINESCENT CORPORATION 


| 236 VD See Ta Gio) |e) 648 S. FEDERAL STREET CHICAGO 5, ILLINOIS 
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Made with 


PYREX 
Brand Glass 
$995 


HILL-SHAW CO. 
311 N. Desplaines St. 
Chicago 6, Illinois 

















At your 
Jobber’s 


Backed by the 


GREATEST 
AD CAMPAIGN 


ever put behind any 
coffee maker! 


















25 MAGAZINES! OVER 46,000,000 
MONTHLY CIRCULATION! Including: 
Liberty « Life - Cosmopolitan + Saturday 
Evening Post + Ladies’ Home Journal 
Women's Home Companion - American 
Good Housekeeping - 
Country Gentiemon - 
True Romances - True Love and Romance 


American Home 
American Weekly 































Firm Name. 



















YOUR 
POST-WAR 
PLANS 


undoubtedly are in formation now. 
For better results and lower costs 
Iisco Products are 
Learn the newest developments in 


ELECTRICAL CONNECTORS 


indispensable. 


FABRICATED COPPER 
TUBE PARTS 


Get our Catalog. Ask our Engi- 
neers to help In your problem. 





= 





Please rush us 32-page 
illustrated catalog. 


COPPER TUBE 
& PRODUCTS, Inc. 








JACKSON 


VAPOR PROOF UNITS 











No. 2800 


@ No. 2800 at left has a cast aluminum 
hood tapped for 1/2” pipe. 


watt lamp. 

















No. 2802 


Now made in Aluminum 


No Priority Needed 


@ The 2804 for 150-200 watt lamp. 


@ The 2802 at right is an outlet box type 
and can be mounted on either a 31/4” 


or 4” box. For 60-100 watt lamp. 


Sold only thru Wholesalers 
Ready for Immediate Shipment 


Manufacturers of 
Industrial Lighting Equipment 


JACKSON 


ELECTRICAL COMPANY 
900 W. Van Buren St., Chicago 7, lll. 


For 60-100 














ASSOCIATION NEWS 


BALTIMORE—At a recent meeting 
of the Electrical Manufacturers Rep- 
resentatives Association, Inc., Balti- 
more, President Leser appointed Mr. 
Frank Butts as chairman of the Gen- 
eral Committee for the 1945 Electrical 
Show. ; 

A Holiday Party has been planned 
for the 12th of December and the 
\ssociation will have as its guests, the 
jobbers of Baltimore and Washington. 
Each member and guest is requested to 
bring a holiday gift to be exchanged 


DETROIT—The Electrical Associa 
tion of Detroit reports that at a re 
cent meeting, Raymond M. Folery, the 
State Director of the Federal Housing 
Administration of Michigan, addressed 
the members. His discussion covered 
a broad field of future building pros- 
pects divided as to the immediate fu- 
ture, the later war period and post-war 
period. Gradual relaxation of the lim- 
itations on materials and on sizes and 
equipment of houses, he said, was al- 
ready started under the revised sched- 


Use 
Transformers 
for Circuit Changes 


Many circuit changes will be necessary in 
reconverting plants for the lighting and 
operating of peace-time machine tools. 
The quickest and most economical way 
to make these changes is by the use of 
transformers, running branch circuits from 
the power line instead of installing a sep- 
arate circuit for each machine tool. 





DONGAN ELECTRIC MFG. CO. 
2989 Franklin St. Detroit 7, Mich. 
“The Dongan Line Since 1909” 


TRANSFORMERS 
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ule issued in the past week by the | 
War Production Board. He gave as_ | 
a purely tentative estimate a probable 
program of 15,000 new housing units 
to be built in the first regulation-free 
post-war year with a majority in a 
price class ranging from $7500. 





















That custom-built, non-interchange- 
















KANSAS CITY—Lt. Col. C. J. 
Frankforter, district commander of the 
4th District of the 7th Service Com- 
mand, Topeka, Kansas, addressed the 
Electric Association of Kansas City 
on the subject of “Powders and High 
Explosives.” He had with him actual 
samples of explosives and powders and 
explained and demonstrated these 
powders in such a manner as to give 
first hand knowledge of their use in 
the various theatres of the present 
conflict. 







able powder-packed renewal element 
keeps the other fellows out. That is 
why Jobbers who sell TRICO always 
get the repeat business—and that's 
PROFIT. 


But—that is not all. Careful engi- 
neering and research—with more than 


















25 years’ experience—guarantees your 
customers maximum protection with 
"Three times the service." 











It's the satisfied users—the non-inter- 
changeable ‘cature—"Thru the 






Wholesaler’ policy—and constant na- 
tional advertising that makes TRICO 
the most profitable fuse to sell—and 






PASSAIC COUNTY, N. J.—Robert the line with a future. 
R. Wylie, commercial engineer, light- 
ing division, Sylvania Electric Prod- 
ucts, Inc., presented the program 
“Fluorescent Phase No. 3” at a recent 


meeting of the Passaic County Elec- ne - CO > TRICO FUSE MFG. CO. 2 
KIS 


tric League. Milweukee Wisconsin 






Get complete details from your 
TRiCO Representative, or \-rite 

































For REA Work 
RECOMMEND 


PAINE = 
ROMEX No. 201-1 Hole 
STRAPS a 


For Use No. 201-2 Hole 
With Non-Metallic Sheathed Cable 


. « - and PAINE 
= PIPE STRAPS 


For hanging thick and thin wall 
Conduit, Pipe and BX. Made of uni- 
form gauge galvanized with rounded 
edges. Beaded for extra strength. 


































E-M-T CONNECTIONS IN A FEW SECONDS! 
With B. M. Fittings 


TWO QUICK SQUEEZES give you Finer, 


Guaranteed num- 
ber of pieces to 
the pound. ( 


















: Faster Conduit Connections. B-M Fittings DISTRIBUTED BY 
Available in 100 do away with the twisting, turning and The M. B. Austin Co., Chicago, II! 
= Bags and 5 Ib. tightening of nuts and save you valuable | Ciestee Stk & Ce Seeman, 
artons. } time and materials. Then too, they are | Clifton Conduit Co., Jersey Cy., N. J 
stronger, neater and much easier to work | Gen. Electric Co., Bridgeport, Conn 






Write for Complete Catalog of Paine Products 
THE PAINE CO. 

2952 Carroll Ave. Chicago 12, Ill, 

Offices In Principal Cities 


The Steelduct Co., Youngstown, Ohio 
Enameled Metals, Pittsburgh, Penn 
National Enameling & Mfg. Co., 
Pittsburgh, Pa 
. | Triangle Conduit & Cable Co., 
(All B-M Fittings carry the Underwriters } — . New Brunswick, N. J. 


Seal of Approval) 






with in tight places. Start using B-M 
Fittings today. Have more satisfied cus- 
tomers—more profits from each job! 



















‘lie. — 








Prompt Deliveries on eee Rated Ordere 





erie |) 4/143) 
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This Christmas 
Toastswell 
Toasters 



































We’re still making the famous 
TOASTSWELL Toasters—and plenty 
of them—but our entire production 
is still Uncle Sam’s for the duration. 
But on V-Day (and it’s getting near- 
er and nearer), we'll be happy and 
eager to serve our thousands of Job- 
ber and Dealer friends once again. 
Eager to supply them with TOASTS- 
WELL, the Super-Silent, Fully Auto- 
matic Toaster that’s unsurpassed in 
beauty, performance, dependability 
—and sales possibilities. 


THE TOASTSWELL COMPANY 


620 Tower Grove Ave. ® St. Lovis 10, Mo. 


OK AT it 
EITHER WAY you to 
TOASTS- WELL oR “TOAST SWELL 

























MORE FACTS 


ON PRODUCTS 





A Peace-time Plan— The Electronic 
Corporation of America presents a new 
and booklet entitled, “A Plan 
for America at Peace.” This plan was 
prepared and published as the com- 
pany’s contribution to the earnest dis- 


cussion about the problems of the peace 


timely 


that is taking place throughout our na- 
tion 





When writing 
mention 


WHOLESALER’S SALESMAN 


Electrical Signals—An attractive loos 
leaf catalog and handbook, No. 61, de 


scribing the line of electrical signals 
manufactured by Faraday Electric 
Company, Adrian, Michigan, features 


a quick-find indexing system, a guide 


to good signaling, interesting facts 


about sound measurements, helpful en 
data 
tables of 


gineering and wiring diagrams, 


and electrical characteristics 





When writing 
mention 
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FUSE MOUNTINGS 
for 3 AG FUSES 


(Fuse size: 1144 x 4“ dia.) 
Single, double and multiple pole mountings 


Open Type Single Pole 
Mounting No. 351001 
(Old No. 1060). Black bak« 
lite base. Overall length 
214”. Shakeproof terminals 
One mounting hole 

. 


Open Type Double Pole 
Mounting No. 351006 (old 
No. 1068). Same as above 
but double pole 


Light weight Single Pole 
Mounting No. 351003 (old 
No. 1128). 114” x 9/16” x 
9/16". Bakelite mounting 
strip, fibre insulator bottom 
for metal panel mounting 
One mounting hole. 





Universal Fuse Panel No. 
1505 Series. Standardized 
units for 10 fuse sizes, any 
practicable number of poles 
Send for blueprints. 
oa 

Covered Type Double Pole 
Mountings. Double Pole 
No. 351009 (old No. 1237 
B).Underwriters’ Approved 
Fibre-lined, metal-shielded 
cover hinged to bakelite 


base 


Littelfuse Mountings made for 
all fuse sizes. Ask for detasls 


LITTELFUSE 
INCORPORATED 


4757 Ravenswood Ave., Chicago 40, Illinois 
200 Ong St., El Monte, Calif. 








LF 








‘To get the 
RIGHT lug 


at every point — 


—— 
Chto 












— select your terminals 
from the COMPLETE line’’ 


Look in the Penn-Union Catalog 
—all of the good types: Solderless 
lugs to grip the conductor by Bolt, 
Screw, Post-and-Nut, or Multi- 
Slit Tapered Sleeve . . . Soldering 
lugs, Cast and Stamped, in wide 
variety ... Here are just a few: 
















You will also find the most com- 
plete line of Cable Taps, Tee 
Connectors .. . Straight, Parallel, 
Elbow and Cross Connectors... 
Bus Supports, Clamps, Spacers 

. . Grounding Clamps, Service 
Connectors. 

Penn-Union fittings are pre- 
ferred because every one is me- 
chanically and electrically de- 
pendable. They are the first choice 
of leading utilities, industrials, 
electrical manufacturers, contrac- 
,tors. Write for the Penn-Union 
Catalog. 


PENN-UNION 


ELECTRIC CORPORATION 
ERIE, PA. Sold by Leading Jobbers 












































































Conductor Fittings 
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Electrical Equipment — Warren Tele | 
hron Company, Ashland, Mass., has 
ublished a 20-page booklet illustrating 
ind describing its line of synchronous 
motors, motor-operated instrument 
movements, gear trains (speed chan- 
gers), and industrial clock equipment. | 
| 
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mention 


= 














WHERE /S THAT MAN? 
Fa 

















Electronic Tubes—Nine types of elec- 


tronic tubes for specialized applica 














tions are described in a new 24-pag¢ ic) cae 
bulletin, No. 202, published by Sylvania 

Electric Products, Inc. Technical sec- 

tions of the bulletin give specifications, 


basic circuit diagrams and suggested 


ipplications for preducts and acces- Gi | g SPEEDIER 
, ive industry 


sories. Fluorescent lamp characteristics 
are given in tabular form and curves. BELL VOICE-PAGING EQUIPMENT 
When writing ’ 
mension» WHOLESALER’S SALESMAN BELL Voice-Paging Equipment locates individuals in the 


quickest time possible . . . cuts “hold-the-phone” delays 
to the minimum . . . provides for plant-wide broadcasting 
of announcements, instructions, time signals and alarms — 
and also permits plant-wide broadcasting of recorded 
music! Its widely adjustable, precision-built, standard 
units — specially designed for industrial use—can be 






















Fluorescent Fixtures Catalog No. 281 
gives complete data and information 
on the all-steel industrial fluorescent 










fixtures manufactured by the Mitchell grouped to fit any need. Also designed for quick, easy 
Manufacturing Company of Chicago expansion or rearrangement. Get details on this new 
Includes actual photographic reproduc BELL Industrial Sound Equipment. 

tions to show how the Mitchelite acces- 







sories provide for the modern method 






of hanging or mounting these fixtures 


When writiog WHOLESALER’S SALESMAN 


BELL SOUND SYSTEM, Inc. 


1197 Essex Ave., Columbus 3, Ohio 
Export Office: 4900 Euclid Ave., Cleveland 3, Ohio 


















ELECTRICAL 
SPECIALTIES RM 


FOR HEAVY a) 
INDUSTRIAL SERVICE 


SFROM STOCK 


A i 
























Boxe, with 10 styles of 


Terminal Blocks each in a 




















wide selection of sizes, offers 
complete, efficient method 
for centralizing the connect- 
ing of wires at one point of 
control. These bakelite 


blocks are molded under 








high pressure and cured at 





constant temperature for 






long periods to provide a 





solid homogenous insulat- 






ing medium 











. 3-Conduetor Single 
Soldering Angle Conduetor 
Luo Pothead Pothead 


Write for a complete selection of 
RUSGREEN bulletins 


ENDULATORS (POTHEADS) ALU SIZES * ALL 
SHAPES * ALL VOLTAGES © ALL TYPES 
* BUS SUPPORTS © SPLICING KITS AND . 
MATERIALS * INSULATING COMPOUNDS 4 


» = AC AND DC MOTORS AND GENERATORS 


RUSGREEN MFG. CO. i BURKE Yexwunacl BLOCKS 


14260 Saweed Svenue Se BURKE ELECTRIC COMPANY * ERIE, PENNSYLVANIA 
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Pylets, the improved line of con- 
duit fittings, offers correct de- 
sign and unusually substantial 
construction for general wiring 
purposes, including work in 
hazardous locations. Dependable 
protection against severe oper- 
ating conditions is assured, plus 
convenient, labor-saving fea- 
tures that save time in 
application. 

gang, for lamps 10 


* to 200 watts. 
bs Explosion-proof 
tumbler switch, 
Pylets, Type ERS, 
with push-pull rod. 
Explosion-proof 
and dust-tight, 
single, and two gang. 


Rectangular Pylets 

accurate malleable 
iron fittings, de- 
signed to simplify 
wiring and to stand 
up under severe 





service. 


FS and FD Series 
Pyiets— 

square corner fittings 
designed to take 
standard switch and 
receptacle plates. 


Vaportite Fixtures, 
all types for surface, 
outlet box, hand rail 
or wall mounting; 
single, two and three 






Triploc plugs and 
receptacles, avail- 
able in a wide range 
of types, standard 
and multiple circuit 
up to 32 poles. 





Write for your copy of Pylet 
catalog with complete listings of 
all types. 


THE PYLE-NATIONAL COMPANY 


1352 N. Kostner Ave. + Chicago 51, Ill. 


| 
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Fluxes for Welding and Brazing — A 


catalog, describing its line of fluxe Ss, is 
announced by 
Cleveland, Ohio. Included in the line 
are 20 fluxes for welding, brazing silver 
soldering, soft soldering and low tem- 
perature alloy ferrous and 


non-ferrous metals and alloys. 


Superior Flux Company, 


welding of 


Wiecction ’ WHOLESALER’S SALESMAN 


Hanger Outlets and Floor Boxes 
eight-page bulletin, No. 72, 
by the Frank Adam 
Louis, Missouri, 


-An 
published 
Electric Co., St. 
illustrations 
and descriptive data of the company’s 


contains 


hanger outlets used in connection with 


fans, show window spot lights, and 
radio outlets lhe booklet also con- 
tains information on the company’s 


various types of floor boxes. 





wiecorion ” WHOLESALER’S SALESMAN 


Radio Tubes — The new manual, Radio 
Tube Data Substitution Chart, 
published by Raytheon Manufacturing 
Newton, Mass. 


and 


Company, , contains the 


characteristics with outline drawings 
and diagrams of radio receiving tube 
types; information on hearing aid 


tube Ss, sper ial 


I and radio 


substitution chart 


purpose tubes, 


panel lamps; and the 


iwcaton » WHOLESALER’S SALESMAN 





HOW TO “SPOT” 
an ALERTJOBBER 


The familiar orange-and-blue package and 
ww Taga Spot’’ are sure signs of the alert 
jobber. 


SPECIAL SOLDERS & FLUXES for all sold- 
ering requirements mean a complete line— 
one for every customer. 


“Underwriter's Approved" also 
products meeting army- 


navy, air corps specs. 


fluxes; 





L. B. ALLEN Co., Inc. 
6719 Bryn Mawr 
CHICAGO 


Ave., 











NALGO inrra-rco ray LAMPS 


(Carbon Filament) 





| For Radiant Energy, Baking and Drying 


YOU can sell Naleo Dritherm Lamps 
sults . available in Inside Silvered 
wr clear glass type 


for efficient re 
(self-refiecting) 


Learn all of the sales advantages in featuring the Nalco 
Carbon Filament Lamps for the Infra-Red process 
Write for your free copy of Drying Problems Made 
Easy’’ today 


North American Electric Lamp Co. 


134 Tyler Street St. Louis 6, Missouri 
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Alert Electrical 
Jobbers today are 
planning on 
“SPOT VENTILATION 
Sales 


AIR CONDITIONING will 
be uppermost in the minds 
of postwar home owners. 
They will insist upon 
ventilation at the source 
of the unwanted air and 
vapors —in kitchen, bath, 
gameroom, laundry. 


Boyan 
“SPOT” VENTILATION 


offers the wholesaler a 
complete line of small 
ventilators with exclusive 
selling points. For in- 
stance, Blo-Fan provides 
the volume of a breeze fan 
plus the power of a blower. 
It is more than a fan— 
more than a blower. Blo- 
Fan is economical to the 
owner. Its quality of ma- 
terial and workmanship 
are guaranteed. Check 
into the Blo-Fan line to- 
day for postwar profits. 


WRITE FOR FULL DETAILS 


245 € 33rd St. «+ LOS ANGELES 





co., INC. 


94 




















Time Switches Complete specifica- 
tions of switch, case, etc., of the 
Badger” and “Model W” automati: 
time switches are contained in a four- 
page bulletin published by the Reliance 
Automatic Lighting Co., Racine, Wis 
consin. 





When writing 
mention 





WHOLESALER’S SALESMAN 


Torque Equipment—T welve-page book- 
let describing and illustrating the Torq 
Stop tools is published by Richmont, 
Inc., Los Angeles, California The 


booklet also includes specification of 
the various wrenches manufactured by 
this company. 


winention » WHOLESALER’S SALESMAN 


Ventilation Research — A_ colorful 
&-page brochure features the recently 

npleted Ilg Electric Ventilating Co 
Research Laboratory in Chicago. This 
new booklet is almost entirely pic 
torial and contains “workshop” scenes 
which show the many testing and rt 
search processes continually taking 


place in the building. 


Whee «riting WHOLESALER’S SALESMAN 


Go to town with 


BIRDSEYE 
INFRA-RED 


Birdseye offers a full line of Infra Red 
lamps with new and exclusive features 
for longer life and increased efficiency. 
The industrial demand for better Infra-Red 
Lamps is tremendous. Cash in with Birds 
eyes. Write today for details, prices, 
discounts. Wabash age rpg J — 
345 Carroll St., Brooklyn 31, 





ThihAl 


K 


TURN 

ANYTHING 
BOS ELECTRICAL 
ON & OFF 
REGULARLY 


The TORK CLOCK CO., Inc. 


MOUNT VERNON, NEW YORK 








nnouncing 


formation of the firm of 


DWYER & JOHNSON 


Sales Representatives 





Specializing in Electrical Lines 


J. Emmet Dwyer—For past 25 years President and owner of 


Chicago Electrical Supply Company, recently sold. 


Harold E. Johnson — Former general manager of Chicago defense 
plant. Twenty years as sales representative for well 


known manufacturers. 


The partners have eleven hundred well established 
personal accounts in the electrical industry. Interested 


in securing three or four lines for electrical wholesalers. 








600 W. Jackson Bivd.- Chicago 6 - Andover 3966 


Universal quality is evidenced in the extreme density of the structure, 


the smooth precision finish and the uniformity of the glaze. Uni- 


” 


versal ‘dry process” porcelain knobs, cleats, tubes, house brackets 


and electric fence insulators are preferred by contractors everywhere. 


tHe UNIVERSAL ciay prooucts co. 


1549 EAST FIRST ST. - - SANDUSKY, OHIO 
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MAKE THE 
MAINTENANCE JOB 


A Modernization 


Job! 


WHEN THIS 
NEEDS REPLACING 


WHY NOT 








IT'S EASY to modernize a wiring 
installation when you wire the 
P&S-DESPARD way. When alight 


switch needs replacing — add 
an extra outlet or pilot light — 
or both — in the same single 


gang box. Investigate the possi- 
bilities the P&S-DESPARD LINE 
has for you. 


Sold Thru Electrical Wholesalers 


Send tor 
Complete Catalog 


PASS & SEYMOUR, INC. 


SYRACUSE 9, N. Y. 
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24 How Sewie. 
‘COOL FUSES 








LINKS LOCKED INTO CIRCUIT 


NON-HEATING 
CONTACTS 


Keep Motors Humming 





100% Quality 


APPROVED BY UNDERWRITERS 
Mfr’s. Agents Territory Open 


WARE BROTHERS 


4420 W. Lake St. Chicage 24, |! 





Renewable 
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